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Motto "Where Your Home Begins" 
is based on solid Experience. 
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The famous Good Housekeeping Guarantee 
Superior ui has been granted to the entire line of 

VITA-VAR Paints, Enamels and Varnishes! 

That’s added proof of VITA-VAR quality! 


VITA-VAR is a complete line — for home, 
farm and industry. Year after year, 
Increased VOL VITA-VAR dealers do a bigger, more 


profitable paint business. The VITA-VAR 
line places them in the strongest posi- 
tion against competition. 


VITA-VAR backs dealers to the limit 
with a powerful program of adver- 
ealer COOPERAT tising, sales promotion and mer- 


chandising concentrated where 
it does dealers the most good! 
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HOW YOUR CUSTOMERS ARE PRE-SOLD! 


Through choice publicity and a powerful, well-directed 
national advertising campaign in home magazines, your cus- 
tomers are learning about Chromtrim “Trim-it-Yourself” metal 
mouldings. Attractive window and counter displays tell the 
customer he can buy it from you. The 6-page free consumer 
booklet gives him new ideas and sells him on the idea of buying 
extra moulding strips for new uses. 

To help you follow up our national advertising and pub- 
licity locally, we offer you a complete free Dealer Mat Service 
for advertising in your local newspapers under your own name. 

FOR QUICK TURNOVER AND STEADY PROFITS, sell 
Chromtrim. It’s easy to sell Chromtrim because Chromtrim is 
what they need! Here’s a practical, popular item backed by con- 
sistent advertising, publicity and promotion! The whale-of-a- 
salesman floor merchandiser is included in this big deal! Send 


your coupon in now ... today! Start getting your share of this 
profitable business! 


R. D. WERNER CO., INC. 


295 FIFTH AVENUE 
NEW YORK 16, NEW YORK 


IN CANADA: R. D. WERNER COMPANY, Ltd. 
PORT DALHOUSIE, ONTARIO 
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INCH PROFIT- MAKER 
STORE ! : : 





- 

‘Watch your customers’ eyes focus on this smart, 
_o-eye-catching floor merchandiser of Chromtrim metal 
mouldings. Compact, elliptically-shaped—only 24” x 16” 
— easy to fit into your floor display ... the new Chromtrim 
8/60 merchandiser is a steady, reliable, silent salesman. 
Over 10,000 dealers already have installed Chromtrim 
merchandisers in their stores. This Chromtrim display is 
creating extra store traffic amd extra sales from coast-to- 

coast! 

Today’s great boom in home modernization makes 
“Trim-it-Yourself” metal mouldings in demand and 
needed by hundreds of thousands of consumers who do 
their own repairing and modernizing. Chromtrim ““Trim- 
it-Yourself’’ mouldings are moderately priced and come 

- in 8 simple-to-install shapes which cover every home 

need for moulding. Send the coupon below today for 

~~ your free copy of “Trim Ideas,” the book which thou- 
bt! 





























with 


. er 


\ 


4 








R. D. WERNER COMPANY, INC. 
295 Fifth Avenue, New York City 16, N. Y. 


Pléase rush full information on Chromtrim “Trim-it-Yourself” special 8/60 
merchandise deal, including Dealer Mat Service data and your free copy 
of “Trim Ideas’’. | understand there’s absolutely no obligation on my part. 


NAME 
FIRM 


ADDRESS. 
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Time and again it has been proved that the -cus- 
tomers want to KNOW what they are buying— 
that they are willing to pay a premium for quality 
merchandise bearing a familiar name—that they 
value highly the reputation and integrity of the 
manufacturer. 

That explains why the names Curtis and Silentite 
have assured high profits for Curtis dealers through 
the years. And it explains, too, why these names can 
mean profit-stability for you in a changing world. 

Curtis is a pioneer in the use of steady, consistent 
advertising and promotion, to make known its own 


names that make fiat? News 


...for YOU! 


CurTis 


SILENTITE 


_ PRE@- a 
the Insulated window 








name—the names of its products and the names of 
Curtis dealers. When you sell Curtis Woodwork 
and Silentite, therefore, you are selling items which 
are already preferred by the customer. That’s an 
asset which will grow increasingly valuable as sup- 
ply catches up with demand in the woodwork field. 

Today Curtis plants are taxed to capacity to fill 
part of the tremendous demands for Silentite Win- 
dows and Curtis Woodwork. But we look forward 
with confidence to the time when we will be able to 
supply new dealers, as well as old, with all the 
Curtis Woodwork they can sell. 
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Never before have Curtis dealers had availaole a sales tool 
with so much dynamic selling appeal as is packed into the 
big new Curtis Woodwork Style Book. Many dealers are 
using this book now to pre-sell future customers. Leased 
now only to established Curtis dealers. 
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CURTIS COMPANIES SERVICE BUREAU 
CLINTON, IOWA 
A Department of Curtis Companies Incorporated 


Clinton, lowa « Wausau, Wis. « Chicago, Ill. « Sioux City, iowa 
Lincoln, Nebr. « Topeka, Kan. « Minneapolis, Minn. 
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RESIDENTIAL STARTS in September (88,000): were the highest 


in any month in the last 20 years, the Bureau of Labor Statistics 
reported. The home building record for the first nine months of 
this year is 89,300 units ahead of the same period of 1946. Com- 
pletion of new permanent family dwellings by the end of September 
totaled 576,000, more than double the number completed during the 
first nine months of 1946. 


TOTAL CONSTRUCTION ACTIVITY set a postwar peak in Au- 


gust, achieving the highest level in almost five years. New con- 
struction and major repairs totaled $1.4 billion. For the first eight 
months of this year, expenditures for all types of construction 
reached $8.9 billion, an increase of almost 2 billion over the cor- 
responding 1946 period. 


RETAIL SALES by lumber-building materials dealers were 8 per 


cent higher in September than in August, the Bureau of the Census 
reported. A gain of 37 per cent was reported over September a 
year ago—the greatest gain reported by any group of independent 
retailers. 


RETAIL LUMBER STOCKS, a nation-wide survey shows, found 


New England in the strongest post-war condition, in relative quan- 
tities. The east South Central region was the weakest. For the 
country as a whole, retail lumber stocks at the end of July, 1947, 
although lower than during the spring, were about 62 per cent of 
the level at the end of 1941. 


LUMBER PRICES in August were the highest on record, states the 


Lumber Industry Report prepared by Kenneth S. Boardman, U. S. 
Department of Commerce. Some producers, according to the re- 
port, are said to be giving shipping preference to lower grades and 
to those orders for any given specification which had been accept- 
ed at the higher prices. Such discrimination has interfered with 
orderly distribution of lumber by failing to provide lumber in the 
proper proportions of grades and sizes to meet consumer needs. 
HOME BUILDING since World War II has been at a much more 


rapid rate than following World War I, according to Davis S. 
Miller, president of the Producers’ Council. The: number of new 
permanent type housing units started in the two years after World 
War II is estimated at 124 per cent of the 1940 rate; the number 
started in 1919-1920 averaged only 95 per cent of the 1916 rate. 
MILD BUSINESS RECESSION starting next spring is predicted by 


100 economists polled by the F. W. Dodge Corporation. Seventy- 
five expected a business recession in 1948; 21 did not expect a re- 
cession next year; four did not express an opinion. Forty-one of 
the economists expecting a recession said they believed it would 
be mild; 19 said “moderately serious’; 11 said “serious.” 
DOLLAR VOLUME of construction contracts next year will con- 


tinue upward in the face of the anticipated recession, said these 
same economists. Thirty-seven anticipate a steady upward trend; 
28 believe building will be approximately stable while 11 expect 
a downward trend. 

PRODUCTION OF HARDWOODS has stepped up rapidly in the 


last seven years as the result of a double rate of production. Per- 
centagewise, hardwoods have increased from less than 15 per cent 
of total lumber production in 1939 to over 26 per cent in 1946. 


LUMBER EXPORTS slightly exceeded imports for the January- 


July period this year. Exports aggregated 691 million board feet 
and imports 643 million. 
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BUILDING CODE 
Performance standards, not 
materials, basis of new code 


A new modern building code in- 
tended to broaden the nation’s rigid 
building regulations will soon be 
made available by the Building Offi- 
cials Conference of America, Inc., 
after many months of intensive 
work by 70 of the nation’s out- 
standing building code exports. 

The Building Officials Confer- 
ence code established performance 
standards that materials must 
meet; contrary to the usual build- 
ing code, it does not specify just 
what materials shall be used. Pro- 
ponents of the code claim it will 
give more flexibility to the na- 
tion’s building regulations. 

Public hearings will be held in 
various sections of the country be- 
fore the new national code is pub- 
lished in booklet form. 


FLOORING 


Associations report decided 
production pickup this year 
FLOORING production is show- 
ing a substantial increase over last 
year. 

Henry H. Willins, secretary of 
the National Oak Flooring Manu- 
facturers’ Association, reported 
production of 15,137,000 board feet 
for a single week in October, an in- 
crease of more than 47 percent over 
the average weekly output during 
the first six months of this year. 

Total production for this year, 
Mr. Willins estimated, will reach 
the all-time high of more than 600 
million board feet. 

At the same time, the Maple 
Flooring Manufacturers Associa- 
tion report production for the first 
nine months of this year at 30 mil- 
lion feet, an increase of 65 percent 
compared with the same period in 
1946. Opening of a new flooring 
mill at Ishpeming, Mich., is ex- 
pected to step up production still 
further in the fourth quarter of 
this year. 


RESEARCH CENTER 


J-M dedicates first building 

at 93-acre tract in New Jersey 
DEDICATION of the first big 
laboratory and pilot plant building 
and the laying of a cornerstone of a 
second building in the research cen- 
ter being built by Johns-Manville 
near Manville, N. J., indicates the 
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increasing importance attached to 
research by this building materials 
manufacturer. 

The one building already in use 
is known as a “wet semi-works 
building” since all research and 
development involving wet proc- 
esses will be conducted here. It is 
a two-story 572-foot long building 
and contains 10 miniature factories 
or pilot plants, each directly con- 
nected with its own special labora- 
tory. This setup allows research 
projects to be carried through the 
laboratory stage to experimental 
production under one roof. 


PRODUCT TESTED 


When a new or improved product 
leaves the research center, it will 
have completed its pilot plant ex- 
perimental production, been per- 
fected and readied for mass produc- 
tion in any one of the J-M plants. 

The new center, located on a 93- 
acre tract about 40 miles from New 
York, will ultimately consist of five 
or six buildings connected with un- 
derground subways for trucking 
purposes. 

J-M is expanding its research 


program for three reasons, ex- 
FORGE D Tele) N plained Dr. C. F. Rassweiler, vice 
president for research and indus- 


trial growth. First, to maintain 


leadership under increasing com- 
CABINET HARDWARE (eee coeace: 
competition of new materials by im- 


proving old products or manufac- 
turing new ones. Thirdly, to de- 
velop products in fields closely re- 
lated to the company’s past experi- 
ence but in which J-M has never 
been an important factor. 

The results are expected to be 
evolutionary, not revolutionary. 
J-M will concentrate mainly on im- 
proving present lines and expand- 
ing its market and not on produc- 
ing entirely new lines of materials. 

The second building for which 
the cornerstone was laid will be the 
research and administration build- 
ing. It will be completed in the 
spring of 1948. 


SUPREME NINE MEETS 
s Hoo-Hoo names committees: 
MANUFACTURING COMPANY See. 2 = expanded program planned 
PITTSBURGH 12, PENNSYLVANIA a. aa sams HOO-HOO plans for next year 
1 Oe. were discussed recently at a two- 
day “short-sleeve” meeting of the 
Supreme Nine in Milwaukee. Every 
member was present for the third 


consecutive time. 
W. C. Bell, Seattle, was chosen 
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PAINTS and VARNISHES 


Finest quality for your customers 
..- bigger margin of profit for you! 


At least two factors make the AMERICAN line 
of paints and varnishes an outstanding one for 
dealers. First — the uniformly high quality of 
AMERICAN products has brought wide accept- 
ance. This confidence in the AMERICAN name 
has been solidly built over a period of 65 years. 
The result, naturally, is quicker sales and profits 
for you. 


Secondly — AMERICAN paints and varnishes 
offer you the opportunity of a greater margin 
of profit with each sale! Thus, both you and 
your customers enjoy extra benefits with 
AMERICAN. That’s why it will pay you to 
stock and recommend the complete line of 


finer AMERICAN paints and varnishes. 


As a service to all lumber and building prod- 
ucts merchants, we invite your inquiries about 
AMERICAN ... and offer you an opportunity 
to become the local representative for AMERI- 
CAN paints and varnishes. For a prompt reply, 
write now to — 


The American Varnish Company 
1126-1140 N. North Branch Street 
Chicago 22, Illinois 


Manufacturers of varnishes — paints — stains — 
lacquers—synthetic enamels—cello film—solder- 
ing flux and special coatings. 
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ADVERTISED 


NATIONALLY 


H...’s your chance to add a 
highly profitable new source of 
sales—and, at the same time, 
increase your sale of paint. 
Because painting is so much easier 
with the Lowell ‘“Thoro-Spray,”’ * 
the man of the house will want to 
do much more work around 
home. This means more painting 
will be done, more paint used. 
Stock up on the Lowell Electric 
Painter now and corner the 

sales that are on the way! 


*T.M. REG. U.S, PAT. OFF. 


© 1947 ob. A. Co. 











































IN 3 LEADING 
NATIONAL MAGAZINES 


THE SATURDAY EVENING POST 


WITH 15,800,000 READERS 


Better Homes and Gardens 
WITH 7,000,000 READERS 


POPULAR MECHANICS 
WITH 4,000,000 READERS 


26,800,000 Pre-Sold Prospects! 






WRITE DEPT. 63. 589 E. 


10 


stock FOR YOUR SHARE OF TH 


“rey gor ” . 









ILLINOIS 





NEWS aad TRENDS 


chairman of the newly formed Com- 
mittee on Education and Training. 
Under his direction the committee 
will promote all types of courses in 
light construction in co-operation 
with the National Retail Lumber 
Dealers Association. 


The committee, which represents 
the nine jurisdictions of Hoo- 
Hoo, consists of John K. McCor- 
mick, Charlestown, Mass.; Arthur 
A. Hood, Chicago; Ed B. Lem- 
mons, Jackson, Miss.; Ted Moore- 
house, Winnipeg, Can.; J. Ed- 
ward Martin, Los Angeles; Lynn 
Boyd, Pampa, Tex.; Wilfred FE. 
Gits, St. Paul, and George V. 
Fredrickson, Baltimore. 

Ormie C. Lance, Chicago, will 
head the Forest Products’ Promo- 
tional Committee. Jurisdictional 
representatives will be U. M. Carl- 
ton, North Cambridge, Mass.; C. A. 
Stevens, Portland, Ore.; Walter H. 
Scales, New Orleans; Theodore A. 
Sparks, Winnipeg, Can.; George 
Clough, Los Angeles; S. Lamar 
Forrest, Lubbock, Tex.; John F. 
Bahr, Minneapolis and Henry 
Bahr, Washington, D. C. This 
committee will work out plans to 
further the marketing and mer- 
chandising of forest products. 


A manual is being prepared de- 
scribing the objectives of Hoo-Hoo 
and .how they can be achieved 
through the organization of local 
clubs. D. C. Essley announced 
elaborate plans for the 1948 con- 
vention in Los Angeles. 


SCPI_ PLANBOOK 


Six I-E home plans adapted 
to make use of brick and tile 


A planbook showing six homes 
designed in accordance with the 
cost-reducing principles of the In- 
dustry Engineered Housing Pro- 
gram has been prepared by the 
Structural Clay Products Institute, 
national association of brick and 
tile manufacturers. 

The plans, developing the adap- 
tation of brick and tile construction 
to engineered homes, show two, 
three, and four bedroom houses, in- 
cluding elevations and floor plans. 
The planbook will be distributed to 
the public through materials manu- 
facturers, builders and contractors, 
and materials dealers starting in 
November. Both brick and tile 
are available in all parts of the 


| country in the new modular sizes 
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KNOX HOMES DEALER 


You Can Make an Outstanding 
and Profitable Connection! 


If your business is building, contracting, lumber or 
real estate, here is an unusual opportunity for you. 
Become an authorized Knox Homes Dealer! Secure 
the franchise for your territory! Each city and town 
offers almost unlimited opportunities, but you must 
act promptly, 


The 4, 5 and 6 room Knox Homes are carefully 
designed by a Nationally known small-homes archi- 
tect—built in Knox’s modern plant—and backed by 
Knox’s 50 years experience in the home building 
field. Full use is made of highly skilled workman- 
ship and up to date factory assembly methods. The 
Knox Home is ideal in design, in construction, in 
durability and in cost for all home buyers in the 
lower and middle income brackets. 








You can save financing time because Knox Homes 
ean be constructed on the home site in 1/3 of the 
conventional building time. You make your own sub- 
contracts for foundations and chimney, plumbing, 
wiring and painting. Everything else is furnished 
you—ready for assembly—by Knox. 


The construction, FHA approved; the assembly, 
Government-inspected; the Knox Home is, the solu- 
tion to the housing prettom ‘in any community— 
large or small. : 


Knox offers many exclusive franchise arrange- 
ments throughout Kentucky, Tennessee, North 
Carolina, South Carolina, Georgia, Florida, and 
Alabama. A strong advertising campaign will aid 
your selling. Write or wire for complete informa- 
tion today! 


KNOX CORPORAT ION 
Ey? Cue za. coy 9 


THOMSON GEORGIA 
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LIKE a powerful Magnet, RED BRAND fence attracts and 
holds customers . . . prosperous farmer-customers who know and 
appreciate the best \. . customers who are top prospects for 
your other products. 


RED BRAND has earried the confidence of farmers by delivering 
extra long service and Yatisfaction in the fence lines. This con- 
sumer confidence in REP BRAND pays off in more sales... . 
more repeat business for Keystone dealers. 








As yet we are unable to c@mpletely supply the demand for RED 
BRAND fence. However,\we are maintaining our traditional 
high quality and assuring rand recognition through nationwide 
advertising . . . important factors for every dealer in the 
selling days ahead. 


KEYSTONE STEEL & WIRE CO., PEORIA 7, ILLINOIS 
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which are utilized in the engineer- 
ing housing program. 

The planbook also contains an 
explanation of the principles of the 
Industry Engineered Housing Pro- 
gram and of the economies it makes 
possible in the building of homes. 

Working drawings of the houses 
shown in the planbook will be 
made available to builders, contrac- 
tors, and dealers at a later date. 

The six houses include two varia- 
tions of the basic one-story, L- 
shaped house, one containing two 
bedrooms, the other three _ bed- 
rooms; a two-story, two-bedroom 
house, and three others with three 
and four bedrooms. 











"You poor darling! Surely there must be some 
easier way of eaming a living than clipping coupon: 











NAMED SECRETARY 


GUS M. MICHAELS, Bisbee, 
Ariz., former secretary of the Bis- 
bee Chamber of Commerce, has been 
named secretary-manager of the 
Arizona Retail Lumber & Builders 
Supply Association. 

Mr. Michaels will fill the position 
left vacant by the death of Chris 
Totten on July 3, 1947. 


PREFAB STANDARD 


MINIMUM requirements _ for 
one, one and a half and two story 
prefabricated homes are provided 
in a new commercial standard for 
prefabricated homes announced by 
the National Bureau of Standards, 
U. S. Department of Commerce. 

The original standard was ap- 
proved following the insistence 10 
1944 by the Prefabricated Home 
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Manufacturers’ Institute that a 
standard be established for the 
industry. The new standard 
(CS125—47) is considered effective 
for new production from Nov. 25, 
1947. 











“If that first check doesn't bounce, 
just let me know and I'll pay you 
the full amount immediately” 


GARONER REA 











NAMED SECRETARY 


Charles M. Mortensen is new 
Producers’ Council executive 


CHARLES M. MORTENSEN of 
Los Angeles has been appointed ex- 
ecutive secretary of the Producers’ 
Council, national organization of 
building products manufacturers, 
and will assume his new duties 
about November 1, David S. Miller, 
Council president, announced. 

Mr. Mortensen has been serving 
as West Coast representative of the 
American Iron and Steel Institute 
for the last two years. Previously 
he was engaged in sales engineer- 
ing and promotion for the United- 
Des Moines Clay Products Com- 
pany and as engineer and public 
relations director for the Structural 
Clay Products Institute. In 1944 
and 1945 he served in the U. S. 
Navy, leaving with the rank of 
Lieutenant. 



















NEW VOLUME 


Brown covers entire industry 
in his latest book, "Lumber" 


od 

or READERS of AMERICAN LUM- 
by BERMAN & BUILDING PRODUCTS 
is, MERCHANDISER who are not fa- 
°C. Miliar with the industry writings 
of Nelson C. Brown are given an 
1 


excellent opportunity to become ac- 
quainted with him in his latest 
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Once they try it, users ... professional 





and amateur alike... . are accustomed 
to apply the same Kyanize finish again 


and again and again. Perhaps that 





accounts for the permanence in cus- 









—=> 
tomer relations and strong “‘person to 


Kyaniz6 
. person’? endorsement which Kyanize 


ON se 
= dealers have always enjoyed. 













For the coming season, a new Deco- 


ae 











rating Book is employed to draw more 
paint prospects into Kyanize stores. 
Ask us about it. 


For users, the LIFE of the surface. 
For dealers, the LIFE of the store. 







-~BOSTON VARNISH COMPANY 
Boston: Chicago -Los Angeles - Montreal 






























HERE’S THE PROOF! 


What's written on the LUMITE car- 
ton is more than mere “‘claim’’ It’s 
absolute fact—backed by guaran- 
tee—backed by exhaustive tests as 
well. 

It’s this factual proof of superi- 





ority that makes LUMITE quality 
insect screen cloth a profitable 
item for you to sell. Customers 
have confidence in LUMITE—and 
they’ll have confidence in you for 
recommending it! 
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Won’t Rust 
Tests in a tropical chamber 
—in an acid bath —and in 
actual installations prove 
LUMITE rust-proof, corro- 
sion-proof, MORE DURABLE! 


Won't Stain 
No trace of “bleeding” or 
“running” on frame or sill 
even after 4 years exposure 
in all kinds of climate. 
Never needs painting. 








Won’t Dent or Bulge 
In “battering-ram test,” a 5- 
pound steel weight couldn’t 
dent LUMITE in 42,300 
blows. It has greater impact 
strength than metal. 


Ask your wholesaler for LUMITE’S 5 free sales aids—framed screens, 
swatch samples, window streamers, folders, newspaper mats. 


LUMITE DIVISION, Chicopee Manufacturing Corp., 47 Worth St., New York 13, N. Y. 





QUALITY INSECT SCREEN CLOTH 


*Registered Trade-Mark 


DISTRIBUTED THROUGH HARDWARE AND WOODWORK WHOLESALERS 


14 
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NEWS acd TRENDS 
N 


authoritative volume, “Lumber.” 

Mr. Brown treats his subject 
comprehensively. Following a his- 
tory and economics preview of his 
subject, Mr. Brown continues to 
the manufacturing stage, then on 
through conditioning, grading, dis- 
tribution and use. 

A few chapter titles indicate wie 
wide range of topics covered: 
Grades and Inspection; Size and 
Price Relationships; Merchandis- 
ing, Distribution and Use. 

Mr. Brown, a professor at the 
New York State College of Fores- 
try, writes with authority. He has 
been in the lumber business as both 
a manufacturer and wholesaler. He 
has worked with the U. S. Forest 
Service and has served with the 
U. S. Lumber Trade Commission 
in Europe. 

The 344-page volume, well illus- 
trated with charts and _ photo- 
graphs, is dedicated “To all fore- 
sighted and progressive lumber- 
men who keep in mind the future 
as well as the present welfare of 
the United States.” 

Write to the American Lumber- 
man, 139 North Clark St., Chicago 
2, Ill., for your copy. Price $4.25. 


APPRENTICES 


Number of apprentice masons 
has doubled in past year 


THE number of apprentices reg- 
istered in the mason training pro- 
gram has increased 51 per cent in 
the last year, according to Roy A. 
Shipley, president of the Struc- 
tural Clay Products Institute, na- 
tional association of brick and tile 
manufacturers. 

Shipley said that during the 12 
month period ending August 31, 
the number of apprentice masons 
increased from 5,553 to 8,381. 

Nearly 350 joint apprentice com- 
mittees have been formed in local 
areas, and all but five of the states 
are represented in the program. 

Ohio leads with 1,046 appren- 
tices in 42 localities. Illinois is 
second with 769 apprentices in 24 
areas, and New York State reports 
734 in 15 communities. 

A staff of eight men represent- 
ing the Structural Clay Products 
Institute has cooperated with the 
Apprentice Training Service of the 
U. S. Department of Labor in es- 
tablishing the local committees of 
contractors and union officials un- 
der whose supervision the appren- 





ticeship programs are operated. 
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WEATHER STRIP. 


hasall these —|/rmi'! | ff 
EXCLUSIVE ////// 
FEATURES ////// 


WINDOWS 


No weatherstrip on the market offers as many exclusive 
features as NUMETAL. It’s efficient... permanent... 
inexpensive. What’s more, it is conveniently packaged 
in individual sets that make it a perfect over-the-counter 
sales item. Shipped prepaid on orders totalling two 
dozen sets or more. 


& Has a patented turned edge and em- 
bossed nailing zone that make a 
weather-tight ‘‘dead air’ space between 
the strip and the frame, Dirt, soot and 
cold air cannot pass UNDER this strip. 


* The “tension’’ in NUMETAL — is 
“built-in’’ and forces the free edge 
of strip to make a firm, positive 


contact with sash at two points. P | = Ti “\ «\ , \\ PY COMPLETE 


‘Patented design gives 


NUMETAL greater longi- : . Z ¢ ATEN ‘ Tae] ha ndy pac ka ge 


tudinal strength. prevents 


strip from buckling. / 5 — a ready ae) hand 


Hemmed edge | Se your customer 
makes NUMETAL = ; 


Practically hum- 
proof. 


Easil installed ‘5 ” “ 
woliien sieatiion f Window sets packaged for 28’, 30”, 32”, or 
Winsowe or Soees. + 36” size double hung windows. Door sets pack- 
‘ ; aged for 32” x 80” and 36” x 84” sizes, or for 
mall hammer i i ° 

and household any special size required. Each set complete 


scissors only ) with weatherstrip, accessories and instructions. 
tools needed. ; 


THESE PRODUCTS SOLD ONLY TO LEGITIMATE RETAIL 
HARDWARE, BUILDING MATERIAL AND LUMBER 
DEALERS. 


MACKLANBURG- DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 
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It’s the winner in performance, the ageless insulation that 
“stays put” for life. The winner in sales-acceptance, too—the 
first-choice insulation of architects, builders, contractors and 
homeowners alike. 

If you are handling and selling FIBERGLAS Building Insula- 
tion, you already know that it’s a real winner in sales and 
profits. And, incidentally, that’s a nice extra dividend you are 
getting in lower storage and handling costs due to the new 
compression packaging. 

Along with greatly increased production capacity and ex- 
panded distribution facilities, new and powerful advertising 
is being put behind FrBeRGLAS Building Insulation. Yes, sir! 
This big winner, today, is going to be an even bigger winner, 
for you, tomorrow. Get in touch with one of the distributors 
listed below. 


POWERFUL ADVERTISING IN... 











... helps pre-sell your market! 





FiperGtaAs Building Insulation is a: product of 





———————— 












OWENS-CORNING 





IBERGLAS 


Lm, 866. US Pal. OFF, 








Owens-Corning Fiberglas Corporation, Toledo 1, O. 









Distributed by 


ARMSTRONG CORK CO. 
Lancaster, Pa. 


BUILDING <o CERTAIN-TEED PRODUCTS CORP. 
INSULATION [Emeebtocoyes 


N.Y. 





KELLEY ISLAND LIME 
& TRANSPORT CO. 
Cleveland, Ohio 
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THE STANLEY 
NON-RISING PIN 


@ Stanley Hinges again have the non-rising pin 
A simple, positive method of keeping butt pins 1n 
‘ place. 


The non-rising feature is secured by a split ring 

attached in a groove in the pin. As the pin 1s seated. 

the ring expands into a pocket in the knuckle of the 

butt. It ‘will remain seated in use, yet it is easily, 
withdrawn if necessary. 


Remind your customers of this exclusive advantage 
available only in Stanley butt hinges..The Stanley 
pin SNAPS nia ptace Works, New Britain, Conn. 


TANLEY 


& REMEMBER. 
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As you might well expect, when the 
designers of IDEA HOUSE II planned their 
rooms for maximum sunshine, maxi- 
mum ventilation and maximum view, 
they specified ANDERSEN WINDOWALLS. 


In this post-war idea-filled home 
just as in the pre-war IDEA HOUSE 
built by the very practical Walker Art 
Center in Minneapolis—wINDOWALLS 
play a major role. 


Here, in the “activity’’ rocm, is an 
Andersen Casement Picture Window 
Unit, completely prefabricated and 
precision-fitted: at the factory. The 
center sash is sealed double glass. 


Write Andersen for full information, 


or consult Sweet’s Architectural or 


Builders’ File. 


BAYPORT +» MINNESOTA 
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DUPLEX- 


The 


ENCLOSED 


Adjustable, Flat 


SASH BALANCE 


Works Smoothly and Easily 


Year In and Year Out 


PLASTER TIGHT CASE 


RUST PROOF WY 


DUST PROOF © Bee 


“Ml (t' Mm 


DUPLEX — THE SASH BALANCE - THAT 
KEEPS ON BALANCING... The high-grade 


American clock springs used in Duplex Sash Balances are 
permanently lubricated and enclosed in a plaster tight steel 
case. When installed, a Duplex balance is entirely free 
acting, with no frictional drag—and it stays that way— 
year in and year out. 


WEATHERPROOF... Rain, snow and hail, wind and 
dust, heat and cold—all the things which sooner or later 
cripple an ordinary sash balance—have no effect on the 
operation of a Duplex. 


AND GUARANTEED... For all the above reasons, 
Duplex, Inc. is able to guarantee every Duplex sash balance 
against mechanical defects for the life of the 
building. What more convincing proof of their 
superiority could you ask! 


“Dap Wf bet: 






PERMANENTLY LUBRICATED 
































oe U/-WNC. 
| =) 
DUPLEX, INC., 630 No. La Peer Dr., Los Angeles 46, Calif. 
| Please send data on Duplex Sash Balances. 
| a 
| | 
20 








Interest in Management Article 


To the Editor: 
‘inspiring article, The Fundamental Training Job of 
Management, and consider myself fortunate to have 


I have just finished reading your 


had the opportunity to read it... —JOHN BARTON 
PAYNE, director of research, Mercantile-Commerce 
Bank and Trust company, St. Louis. 


Correction on Reference Issue 


To the Editors: We are writing to you relative to 
the April 12, 1947, issue of the AMERICAN LUMBER- 
MAN AND BUILDING PRODUCTS MERCHANDISER, wherein 
improper reference has been made which involves 
two important products of our company, namely, our 
SHEETROCK gypsum wallboard and our ROCK- 
LATH plaster base. 


“SHEETROCK” and “ROCKLATH” are trade- 
marks of the United States Gypsum company, which 
have been registered by us in the United States 
Patent office and have for many years been used to 
distinguish the above referred to products of our com- 
pany. We have devoted much time.and effort, and 
have expended large sums of money to advertise these 
trade-marks, and to associate them in the minds of 
the public with the United States Gypsum company. 
These marks may not be used lawfully to identify 
any products except those of our manufacture. 

We were, accordingly, very much surprised to find 
at page 189 of the above referred to issue of your 
publication a definition of SHEETROCK in which 
the statement is made that while SHEETROCK is 
a trade-mark applied to the gypsum wallboard manu- 
factured by the United States Gypsum company, 
“the name has become a common one by reason of 
the fact that it is descriptive, that it was the first 
product of the kind in the field, and the highly edu- 
cational advertising of this company has popularized 
it to the extent of making other names unfamiliar.” 

In the first place “SHEETROCK” is not descriptive. 
It is a name which was coined by our company more 
than 30 years ago and has been used continuously 
since to distinguish our gypsum wallboard. It is a 
distinctive mark and over the years has been used 
solely to identify our product. It has not become a 
common name of gypsum wallboard since, as you 
know, there are and always have been a great many 
other competing products sold under other trade- 
marks and brands. Your above referred to statements 
were undoubtedly made without knowledge or in- 
vestigation of the true facts. The statements are 
erroneous and improper and we, accordingly, ask 
that you take immediate steps to rectify the error 
and to eliminate any confusion which may have re- 
sulted. ; 

Another error in your publication involves our 
registered trade-mark “ROCKLATH” which is ap- 
plied to our gypsum plaster base product. 

Here again ROCKLATH is a coined, fanciful 
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COMETS BOOST 


£ 






Comets save on all wood cutting opera- 
tions. They save in time, in accuracy and by 
reason of their versatility. They save in their 
amazingly rugged field performance. On hun- 
| dreds of big jobs Comets are worked around 
| the clock, weeks in succession. Indeed, such 
| service boosts profits, wins friends, builds 

demand. Comets are the saws to own. Order 


from your dealer or write direct. 








name, and used by us to distinguish our plaster base 
product. At pages 358 and 362 you refer to “Gypsum 
or ‘rock’ lath.” This reference to “rock” lath is an 
improper use of our registered trade-mark “ROCK- 
LATH.” 

This error is undoubtedly inadvertent. We call 
the matter to your attention since the rights of the 
United States Gypsum company in its ROCKLATH 
trade-mark as well as in its SHEETROCK trade-mark, 
‘are substantial and our company will not tolerate 
their violation. This attitude is assumed not only 
because of the great value of these marks to our 
company but also in order that the public and the 
trade will be protected against spurious products 
improperly bearing our trade-marks. 

We, accordingly, insist that you take prompt action 
to rectify the wrong done in respect to both of our 
above referred to trade-marks and advise us what 
action you propose to take——-W. L. KEADY, Presi- 
dent, United States Gypsum company, Chicago. 


Mr. W. L. Keady, President, United States 
Gypsum Company:—We have your letter of 
September 17 and note your objections to the 
definition of “SHEETROCK” and the use of 
the term “ROCKLATH” in our April 12, 1947, 
issue. 

The material used was obtained from what 
we understood to be reliable sources, but in 
view of the statements made in your letter 
and our investigation of this matter, we 
readily appreciate that we were in error in 
publishing it. That material is hereby re- 
tracted. 

We are fully satisfied that “SHEETROCK” 
and “ROCKLATH” are the registered trade- 
marks of the United States Gypsum Company 
for products, the descriptive names of which 
are gypsum wallboard and gypsum plaster 
base, respectively. We recognize that these 
trade-marks may be properly used only to 
identify the products made by the United 
States Gypsum Company. 

You may be sure that we regret our error 
and will be only too pleased to publish this 
exchange of letters in our next edition, should 
you so desire.—The Editors. 


Info on Industry-Engineered Homes 


To the Editor: After your very excellent address 
to the Oklahoma lumber dealers in Oklahoma City 
this week, I tried to locate you but evidently you 
had another appointment which caused you to leave 
very quickly. You certainly gave a stimulating and 
very informative talk on the subject of the engineered 
homes. I think that dealers at all conventions should 
hear it. 

The reason I looked for you is that I wanted to 
get information about the dealer in Baltimore who 
built one of these homes for $6,500. I think it can 
be done and would like to suggest to Dick Kimbell 
of NLMA that he run up to Baltimore and check 
with this dealer on the construction of this home. 
Dick is completing the plans and material list for the 
frame structure types of the engineered homes, and 
we are going to cooperate with a housing research 
project at Louisiana State university, where one of 
these homes will be constructed. Iam hopeful that 
we will have all the benefit of experiences gained by 
others in constructing these homes. We are pal- 
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I'm 
WOODY 


the wonder 





worker 


I'm a guy with a rough exterior, and you'd be sur- 
prised at my versatility. Pre-historic man used me for 
his first fuel. And his first weapon. And certainly his 
first machines and tools were made from wood. 


Sounds like I’m bragging, doesn’t it? Well, maybe. 


But I think it’s justified. Why, do you know that my - 


family numbers over 20,000 different species; that 
today folks are using me for a hundred and one differ- 
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Pu 


ent things including dyes, yeast, plastics, alcohol, film, 
rayon and insulation, besides a lot of the more obvious 
products such as paper, veneer, plywood and lumber 
for construction? Do you blame me for feeling proud 
of the Wood family which today is more important 
than ever before? 


* * * * * * * 


Nice going, Woody. You certainly deserve a lot of credit 
for your accomplishments. Here at “North Western” we 
use a lot of lumber. And haul a lot of it, too, from rough 
logs to the most refined members of your family ... almost 


five and one-half million tons of forest products in 1946 
alone! 





Our representative will be glad to discuss your ship- 
ping problems with you. No obligation, of course, and 
you will find him well informed. 


CHICAGO and 


NORTH WESTERN 
SYSTEM 
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7tU- Purpose WINDOW MATERIALS 
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your jobber “Joday 


Manufactured exclusively by 


ARVEY CORPORATION 


3470 N. KIMBALL AVE 
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ticularly anxious to have a careful study made of all 
of the factors that enter into the total cost. If you 
could give me the name of this dealer I would appre- 
ciate it very much.—W. H. O’BRIEN, trade promo- 
tion manager, Southern Pine association, New Or- 
leans. 
Thank you for your nice letter. The dealer 

you wanted is J. Hammond Geis, Geis Lumber 

Company, Baltimore. The University of Illi- 

nois is building seven of these industry-engi- 

neered houses and making daily reports.— 

The Editors. 


Sawdust Burner Manufacturers 


To the Editors: I am enjoying your magazine very 
much and hope to have a chance to see some of the 
industry-efigineered houses this winter. 


What I am writing for now is to see if you can 
give me the names of firms manufacturing sawdust 
burners. 


Last winter I saw several of these burners while 
on the train going through the middle west.—HAR- 
OLD HALEY, Calais Box & Lumber company, Calais, 
Me. 

Thank you for your kind letter; we appre- 


ciate your comments. The addresses you re- 
quested have been sent.—The Editors. 


‘Closing Words of Hood Talk 


To the Editors: Was in Oklahoma City this week 
and attended the lumber convention. Listened with a 
good deal of interest and pleasure to Mr. Hood’s talk. 
He wound up with a poem and would appreciate if 
you would send me a copy of it.—J. N. DANIELS, 
Dascomb-Daniels Lumber Company, Kansas City, Mo. 


Thank you for your kind words. Here is the 
closing statement referred to.—The Editors. 


1. Take time to work—it is the price of 
success. 


Il. Take time to think—it is the source of 
power. 


lil. Take time to play—it is the secret of 
perpetual youth. 


IV. Take time to read—it is the fountain 
of wisdom. 


V. Take time to be friendly—it is the 
road to happiness. 


VI. Take time to laugh—it is the music of 
the soul. 


Vil. Take time to dream—it is hitching your 
wagon to a star. 


Vill. Take time to give—it is too short a day 
to be selfish. 





IX. Take time to love and be loved—it is 
the privilege of the gods! 


November 8, 1947, AMERICAN LUMBERMAN & 















You Pr 
Manu 


@ Remar 
ods Bri 
Assembl 
ment Ma 


@ Patent 
ing Oper 
to Finis] 





eeceaeoaeoeooe? 


Burtprnc 


"/ HEAR YOU'VE 
DOUBLED YOUR 
CASEMENT 


"1'VE DISCOVERED 
A NEW LINE j 
THAT SELLS EASIER 


PROFITS ! 
HOW COME?” 


REVOLUTIONARY NEW METHOD OF 
MANUFACTURING STEEL CASEMENTS 


You Profit by these Amazing 
Manufacturing Short-Cuts! 


@ Remarkable New Production Meth- 
ods Bring Streamlined Automotive 
Assembly Line Procedure Into Case- 
ment Manufacturing! 


@ Patented Aluminum Electropaint- 
ing Operation Makes Casements Easy 
to Finish, Reaches Every Exposed 
Surface, Lasts Longer, 
Has Real Eye Appeal! 


1 Faster Turnover (at Less Investment)! 

2 Greater Profit Per Sale! 

3 Lighter, Yet Stronger Casements ... Pound for Pound! 

$ Electropainting...for More Protection, Longer Lasting Finish! 
5 Machined Parts for Perfect Fit! 

6 immediate Delivery! 


Here at last... the steel casement windows to solve all your shortage, 
sales, and profit problems! Available RIGHT NOW ... straight from 
our completely new, modern manufacturing plant... lighter, stronger 
(dy actual laboratory tests), more perfectly-built steel casement windows 
. . . precision-machined for faultless fit, aluminum electropainted for 
lasting finish! STEELCRAFT Casement Windows provide you with 
exceptional advantages of engineered construction and durability ... 
plus the opportunity for rapid turnover at a reduced outlay! The results 
are vastly increased sales and profits for you, complete satisfaction for 
contractor and home owner! 


Send for Complete Descriptive Literature! 





LIGHTER, YET STRONGER... 


ous ox. . +. pound for pound! Sensationally new 
* manufacturing methods give STEELCRAFT 
e Casements more strength at less weight, more 
$ pound-for-pound construction advantages 
e P P & 
$ than any other casements! 
. 
* 


J ed) ~, \ fs 


MWwFAC TURING COMPANY 
ROSSMOYNE (CINCINNAT!), OHIO 


S 
MA 


Bu ILDING Propucts MERCHANDISER 


. 
é 


IMMEDIATE DELIVERY! 


We Deliver Within One Week from the Time 
Your Order Reaches Our Desk! 


MAIL THIS COUPON TODAY! 
If __ | STEELCRAFT MFG. CO., 


9021 Blue Ash Road, Rossmoyne (Cincinnati), Ohio 
Please send me, without obligation, complete 
descriptive literature on STEELCRAFT Casement 
Windows. 
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INTERNATIONAL TRUCKS OFFER 


1. A Truck of the Right Size and Type for Every Job. 


2. Performance -Co-Ordination. 


3. Load-Co-Ordination. 


Yes, International Trucks are money-makers 
for lumber and building material dealers for 
the three compelling reasons listed above. 

They’re Performance -Co-Ordinated. That 
means they’re expertly fitted to their jobs. And 
that in turn means rock-bottom operating 
economy and long, trouble-free service. 

They're Load-Co-Ordinated. And that means 
an expert recommendation from your Inter- 
national Dealer or Branch about the exact 
amount of payload most profitable for your 
trucks on your jobs. 


Tune in James Melton on “Harvest of Stars!” NBC Sundays! 


International Load-Co-Ordination is based 
on the International Truck Point Rating Sys- 
tem—exclusive with International—and a scien- 
tific system—(Note that)—not guess work. 


So no matter what your truck problem, see 
your International Dealer or Branch—for the 
right trucks, expertly Performance -Co-Ordi- 
nated and Load-Co-Ordinated to your jobs. 


Motor Truck Division 


INTERNATIONAL HARVESTER COMPANY 


180 North Michigan Avenue Chicago 1, Illinois 


INTERNATIONAL ‘Trucks 
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(ACACIA KOA) 


FOR the first time in history the two most im- 
portant Hawaiian Hardwoods KOA and OHIA 
will be placed in large commercial production this 
fall, when a continuous supply will become avail- 
able to the American Hardwood, Furniture and 
Cabinet Trades, in Boards, Flitches and Logs. 


Within the past few months Mr. James W. Glover, 
one of the largest heavy contractors in the Ha- 
waiian Islands, acquired by purchase the Kuhuku 














¢ KOA, beautifully grained, suitable for every pur- 
pose in the furniture and cabinet trade. Flitches, 
stumps and crotches available for veneers. Many 
of the most famous hardwood interiors in Hawaii 
have utilized this beautiful wood, including the 
lolani Palace, which was completed in 1882. 




























SAN FRANCISCO OFFICE 
216 Pine Street 


Phone: Garfield 1-6890 Cable Address: Mulligan 
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Preliminary Announcement 






_ © OHIA (pronounced OH-HE-AH), a real dense 





(METROSIDEROS POLYMORPHA) 


Ranch property on the Island of Hawaii, T.H., con- 
sisting of 158,000 acres in one piece. Forty to fifty 
thousand of these acres are heavily timbered in 
KOA and OHIA. Preliminary estimates and cruises 
place this quantity in excess of 150,000,000 BM 
feet. Logging roads have been pushed for miles 
through this timber and a complete saw mill is now 
in process of erection at the mill site. Production 
should be under way some time in November. 


ardwood, sound heart, running strong to ribbon 
grain. Walnut tinge in color. Lends itself to sliced 
or rotary veneers, hardwood flooring, turning, in- 
dustrial uses, etc., or wherever a real tough wood 
is required. 











Prices and samples of these two woods are available and may be secured by addressing: 


W. J. MULLIGAN & CO. 


Exclusive Distributors 


NEW YORK OFFICE 
610 Fifth Avenue 


Phone: Columbus 5-5230 Cable Address: Nagillum 











































FOR PROFITABLE SALES 
AND APPLICATION, 
Too! The wide range 
of markets and applications for this 
attractive, durable flooring gives you 
real opportunities for additional busi- 
ness. 

That’s doubly true because Carey 
Asphalt Tile Flooring has qualities 
that are in demand . . . that mean 
money-making applications for you. 
For example: 


IT’S LONG WEARING—High quality as- 
phalt, selected mineral fillers and as- 
bestos fibres form this tough, durable 
flooring that wears for years and years. 


IT’S RESILIENT— The smooth surface has 
sufficient “‘give’ to cushion loads— 


THE PHILIP CAREY MANUFACTURING CO., 





os 


y 


makes for greater comfort, less traffic 
noise. 


IT’S FIRE-RESISTANT —Carey Asphalt Tile 
is highly fire-resistant . . . also electrical 
and chemical resistant. 


IT’S DAMPPROOF . . . VERMINPROOF ... 
DUSTPROOF — Non-absorbent qualities 
give excellent protection against’ damp- 
ness .. . this flooring is also vermin and 
termite-proof ... the smooth surface 
does not “powder” under traffic, is 
easily cleaned. 


COLORS ... SIZES—Carey Asphalt Tile 
is available in black and red... in two 
thicknesses 14” and 14”...and in 
two sizes, 12”x12” and 12x24”, 


CINCINNATI 15, OHIO 


In Canada: The Philip Carey Co., Ltd. 


1557 MacKay Street, Montreal 1, P. Q. 





the floor for years! 





asphalt tile flooring 


Industro-Tile, for extra heavy duty, 
comes in 1/,” thickness, black only, 


QUICK, EASY APPLICATION — Standard 
installation equipment is all that is 
required for fast, simple application. 


WRITE FOR THIS FREE FOLDER. It gives 
you more detailed information about 
Carey Asphalt Tile Flooring . . . facts 
that will help you build more business, 
more satisfied customers. For your free 
copy simply address 
a penny postcard 

to Dept. AL-11. 






ea 


Asphalt Shingles & Roofings ° Built-up Roofing 
Asphalt Tile Flooring * Waterproofing Material: 
Industrial Insulation * Rock Wool Insulation 
Careyduct * Asbestos Wallboard & Sheathing 
Roof Coatings & Cements ° Pipeline Fel! 
Expansion Joint * Asbestos Shingles & Siding 
Corrugated Asbestos Roofing and Siding 
Miami-Carey Bathroom Cabinets & Accessories 
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MY WIFE 
SNORTED WHEN 

1 SAID I'D BUILD 
THE DOGHOUSE ! 


ee 








regs 
Mid fi 


EASI-BILD Patterns are easy to use. They sell because 
everyone—man, woman and boy—can use a pattern! 





It’s the dress pattern idea applied to the flat surface of lum- 
ber. Customers merely trace, saw, and assemble. 






EASI-BILD Patterns offer over 100 separate projects, each 
based on best-selling home or sports needs according to de- 
partment store surveys...bird houses, toys, popular furniture 
pieces, kitchen equipment, small buildings, even a home of 
your own. 









TRAFFIC BUILDER 


EASI-BILD Patterns increase store traffic and stimulate the 
sale of related items, such as paint, hardware, lumber, glue 
and tools needed for the job! 


America’s largest hobby equipment distributor reports a 











EASI-BILD recommends CASCO glues: 








Nake wat 


CASCAMITE 



















CASCO CASCAMITE CASCOREZ 
for CASCOPHEN for for 
furniture for boats veneering paper work 
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Up your homecraft business with i 


EASI-BILD" FULL-SIZE PATTERNS 


CASCO FLEXIBLE CEMENT 


dissimilar materials 


CASEIN COMPANY OF AMERICA (Division of The Borden Company) 





~, 


YEP, THESE 
EASI- BILD 
PATTERNS MAKE 
CARPENTRY 











400%, increase in sales of homecraft supplies ...a direct result 
of EASI-BILD Promotion. 


Tie in with this timely merchandising and advertising serv- 
ice. Easi-Bild Patterns provide the most economical way your 
customers can obtain the articles their homes need, at a 
price they can afford to pay. 


Editorial offers of EASI-BILD Patterns in women’s maga- 
zines and in newspapers from coast to coast have created a 
mass market for homecraft projects. 


FREE Promotional Material! EAsI-BILD supplies you with window 
display material and newspaper mats for timely seasonal promo- 
tions to tie in with EASI-BILD’s nationally syndicated publicity. 
For complete information on how to get started with EASI-BILD 
Patterns, send the coupon below to: 


CASCO Pattern Dept. AL-37 
P. O. Box 215 e 
Pleasantville, N. Y. 


Send me free information on EASI-BILD Full- 
size Patterns. 











Address. 








*Trade-mark © 1947, Easi-Bild Pattern Co- 
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1. Hl THERE! Want the GO sign for more and 
better sales—easier sales? Then sell on time with 
Allied Building Credits, Inc. "No cash down, 
easy monthly payments.” 








2. “AND OF ALL THEIR WORLDLY GOODS” 


—over one half will be purchased on the instal- 
ment plan. By actual record half of what is sold 
in the U.S. is sold on time payments. Are you 
selling the easy way—the way people like to buy? 


5. 
yo 
bo 
co 
ou 
3. PERFECT CONTROL . . . the juggler has 
it, and so do you, when you sell with ABC. Co 
For you offer the convenient terms right in your for 
own office. ABC terms are your terms. You con- 
trol the sale. Al 
26 
SA 
BUILDING FT 
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4. WHEN ONE 1S HATCHED, MORE WILL 


FOLLOW. And that’s the way with ABC sales. 
For Allied Building Credits makes no instalment 
loans. When your customer applies directly to ABC 
for credit, he is sent to you. Repeat sales are the 
rule with ABC selling. 













5. NOBODY PUTS THE BITE ON YOU when 


you sell with ABC. You tie up no money in open 
book accounts. You get paid in cash. No credit or 
collection worries. And— ABC buys the notes with- 
out recourse. 














Complete instalment note and mortgage services. 
for the building industry exclusively. 


ALLIED BUILDING CREDITS, INC. 
2608 First National Bank Building 


SAINT PAUL 1, MINNESOTA $f.NK0 
Offices in Principal Cities AYMENT PLAN 





m. 
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This Improved Construction Assures a Permanent 


DRY WALL 


at Minimum Material and Labor Cost! 





VAPOR SEALS 
m8 FROM THE INSIDE! 


Reflective Sisalation 
prevents passage 
through sidewalls of 
harmful moisture-va- 
por. Provides ade- 
eT Urohi-MUarteirohitela mel male) 
extra cost! 


WEATHER SEALS 
a) 


Tough Sisalkraft 
building paper over 
sheathing prevents 
passage of wind- 
driven rain into walls. 


See for Yourself: New wall construction, utilizing the prime fea- 
tures of Sisalkraft and Sisalation, now enables you to stop the pas- 
sage of harmful moisture into walls easily and economically. This 
simple method provides a permanent dry wall in homes PLUS all 
the advantages of adequate insulation at no extra cost! 


Write today for further information about these two products. 


The SISALKRAFT Co., Dept. AL, 205 W. Wacker Drive, Chicago, IIl. 
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It's ASPHALT 8 out of 10! 





Nothing beats having your money 
on a winner. Reliable figures show 
that currently more than 86% of 
all roofing purchased is some type 
of Asphalt. 

Credit for this amazing popular- 
ity must be shared between the 
Asphalt Industry and its dealer 
trade. The Industry has produced 
a good product and delivered it in 
volume . . . dealers have recognized 
a profit opportunity and have 
done an outstanding job of selling. 


rr) 





Today, this popularity is paying 
dividends for everyone. It is mak- 
ing possible the low wholesale prices 
(actually under 1926 levels) still 
applying on Asphalt Shingles. It is 
making Asphalt Shingles move in 
unprecedented volume for both 
new and old construction ... ata 
good dealer margin, yet at a rea- 
sonable owner cost. 

Sell the shingle that’s first in pop- 
ularity. Sell colorful, long-lasting, 
fire resistant Asphalt Shingles! 


Ask for Sample Copy FREE! Here's a book you can use. 24 pages in full color. 
Filled with hints on choosing and combining colors for exterior styling. Talks good 
sense, good taste, in roofing. Free copies from members or write us for sample. 






96.8% mom “on 
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CONSTRUCTION’S BIGGEST 
DOLLAR’S WORTH 


ASPHAL 


SHINGLES 


ASPHALT ROOFING INDUSTRY BUREM 


Room 1726 + 2 W. 45th St. » New York 19, %! 


SPONSORED BY 28 LEADING MANUFACTURERS OF ASPHALT SHINGLES + ROLL ROOFINGS + SIDINGS + AND BUILT-UP ROOFING 
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Trust a farmer to know a good thing when he sees it. 
One good look at the Hudson Lektrik-Heet* auto- 
matic stock tank heater and it won’t take much 








“selling” to make a high-profit sale.- Here’s why: It 
ELIMINATES WORK — it’s automatic—never needs 
re-fueling. It means MONEY IN HIS POCKET— 
stock drink more, produce more, fatten faster, make 
better profit. It’s DEPENDABLE. Tested and & 
proved by farmers for two and a half years in 

every climate. Stock the Hudson Lektrik-Heet 

now for immediate sales. Farmers need them 

now! 


SALES-MAKING ADVERTISING 


Watch your farm papers. You’ll see Hudson Lektrik-Heet J wv 
advertisements saying ‘‘See your Hudson dealer now.” : , f4 a ~— need wentd 
j vA = Picture this sales- 
FITS HUDSON BASIC INVENTORY PLAN , - maker on your floor. 
Fits all tanks—steel, wood, concrete. Thus, it fits the a “au === |: One in every carton. 
Hudson Basic Inventory Plan of offering dealers mer- - , eg ao —s 
chandise to fill many needs with lowest investment, ‘ sini ta 
fastest turnover, biggest profit. 


*PATENT PENDING © 1947 w 0. H. MFG. CO. 
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Sprayers and Dusters Poultry Equipment 
Hay Tools and | 
Barn Equipment ,' L. Farm Ventilation 


Equipment 


Livestock Equipment 


TESTED AND PROVED EQUIPMENT 
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Js MERICA 


Champion Lamb 


Wayne Disch, Evansville, Wis- 
consin, raised this Southdown 
lamb which took championship 
honors in the Junior Live Stock 
Feeding Contest held in conjunc- 
tion with the 1946 International 
Live Stock Exposition. His entry 
weighed 105 pounds — sold for 
$5.00 per pound, 


Livestock, whether it be ordinary stock 

or championship stock, should be pro- 

tected by the best fence obtainable— 

U-S-S American Fence. Mr. Disch, 

breeder of champion livestock, writes, 

“We installed some American Fence Zonolit 
about eight years ago and it still looks 
real good. We like it very much.” 

It is all around good service like this, 
year after year, that has made American 
Fence a “best seller” in every part of 
the country. But this is not all—farmers 
read the farm papers and listen to the 
radio where they get the story of 
American Fence and U:S-S Steel Prod- 
ucts every week. They are urged to 
visit the U-S-S Dealer when they want 
steel products. So, if you sell fence, 
barbed wire, or nails, sell American— 
back a champ. 


Zonolite Insu 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
United States Steel Export Company, New York 


UNITED STATES STEEL 


LISTEN TO. oe The Theatre Guild on the Air, presented every Sunday evening by United States 
Steel. American Broadcasting Company, coast-to-coast network. Consult your newspaper {or 
time and station. : Zonolite Insu 


Theres mot, AMERICAN FENCE tn wae than any ber teand. poe 
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—QONOLITE 


Can You Do All These 
INSULATION JOBS! 


ra 





@ There is only one insulation that meets every need . . 
and that’s ZONOLITE brand vermiculite. Thus, to em 

make sure that you provide complete trouble-free insu- ® n* 

lation ... no complaints, no call-backs, use and recom- INSULATE ROOF, AND FLOORS IN 
mend Zonolite—the rotproof, verminproof, termite- BASEMENTLESS HOUSES 
proof insulation that will not burn! It’s as permanent as 

the earth itself! Zonolite Insulation brings you more 

profit-making opportunities . . . gives you more satis- 

fied customers! 


KNOW ZONOLITE PRODUCTS—USE THEM! ~ 


ZONOLITE FILL INSULATION—Easy to install between 
joists in attics and between studs in sidewalls. Weighs 
about 6 pounds per cubic foot. Won’t irritate workers’ 
hands! No masks required! 


INSULATING CONCRETE—Ideal for insulating concrete 
roofs and for floors in homes, commercial buildings 
and farm structures. To make Zonolite Insulating 
Concrete simply mix with ordinary cement instead of 
sand. Weighs as little as 16 pounds per cubic foot 
when mixed. 


INSULATING PLASTER—Zonolite Plaster Aggregate is INSULATE INTERIOR WALLS WITH A 
used in place of sand. It’s easier to mix. Reduces mor- \PLASTER THAT RESISTS CRACKING 
tar weight one half. Can mix inside building to save —RETARDS FIRE 
handling time. Works easy. Won’t freeze. Crack re- 

sistant. Insulates against heat, cold and sound. 





UNIVERSAL ZONOLITE 
INSULATION CO. 


- ee 
Universal Zonolite Insulation Co. i 
Dept. AL-117, 135 S. LaSalle St., Chicago 8, III. 1 
Please RUSH me complete information on 1 
( ) Zonolite Granular Fill Insulation, ( ) Concrete, ( ) Plaster. : 
DO Steseatcsioscsn or a ae Te CT eS ere — 
*Zonolite is the registered trademark 


‘ - of Universal Zonolite Insulation Co, 
Zonolite Insulating Plaster me 


i 
; i 
SEE YOUR LOCAL LUMBER AND BUILDING MATERIAL DEALER 


= 
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More and more poles, posts, lumber 
and wood products are getting better 


treatment these days . . . a better 
treatment that not only protects 
wood more effectively against decay 
and insect damage (as shown by 
careful 13-year tests), but also leaves 
it clean, paintable—easy and pleas- 


THE DOW CHEMICAL COMPANY e 


ant to handle and work. Dow 
Pentachlorophenol treating solutions 
perform this modern: protection job 
economically. They are cutting main- 
tenance costs of poles and crossarms 
and structural timber adding 
appreciably to the value and _ util- 
ity of wood in many different fields. 


MIDLAND, MICHIGAN 


Pentachlorophenol 
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New York ¢ Boston ¢ Philadelphia « Washington ¢ Cleveland ¢ Seattle ¢ Detroit * Chicago ¢ St. Louis 
Houston ¢« San Francisco « Los Angeles 
Dow Chemical of Canada, Limited, Toronto, Ontario To 


CHEMICALS INDISPENSABLE 
INDUSTRY AND AGRICULTURE 


38 November 8, 1947, AMERICAN LUMBERMAN & 











i 





WASHINGTON 4 





HOUSING: upsurge of new starts, this fall, is 
taken by most analysts to presage a continued con- 
struction boom until midyear of ‘48 and perhaps 
until ‘49. September set a new record for that 
month. The high level, according to the BLS, 
showed up in all parts of the country and in nearly 
all types of communities. 


INCOME BRACKETS: more housing starts are 


planned among families of higher incomes, accord- 
ing to the Federal Reserve; fewer by those of less 
income. Everybody guessed it, but this is official. 
Total families plonning to buy or build soon re- 
mains the same. 





SAVINGS: stay at about the same national total; 


but they too are shifting from one group to another. 
A quarter of U. S. families have less income and are 
dipping into savings. Two-fifths have more income 
and are saving more. That's an index of sales ef- 
fort management. Savers are potential builders. 


INFLATION: still with us in a big way, as though 


you didn’t know! It'll continue into next year. 
Chief inflation items now, food and steel. Export 
totals in food and other necessities will be larger, 
but other lines are declining. 





LUMBER EXPORTS: will decline still more. They 





haven't been large, since V-J Day, and retailers - 


have asked that they be reduced or at least not 
increased. Much of these exports went to the 
United Kingdom. But U. K. practically stopped 
lumber imports. Later, stopped tobacco imports. 
Relative necessities! 


LUMBER INVENTORIES: retail yard stocks show 


a slight decline, though official figures are not too 
recent. Rumors of inventory buying of late, due to 
general uneasiness. It seems there’s been in- 
ventory scrambles in most industries. Everything 
from pantry hoarding of canned soup to factory 
accumulation of sheet steel. 





SPECIAL SESSION of Congress isn’t likely to 


change the national economy pattern. Most Con- 
gressional action has been anticipated. Despite 
Marshall Plon and other funds, total of U. S. exports 

will decline. Food exports will stay high; but it 
isn't possible to dig up.enough funds to keep all 
exports at former levels. 
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AID TO EUROPE: likely to be voted rather 


promptly; probably will include funds for some raw 
materials in addition to food and fuel. These ma- 
terials are to get industries going. Without pro- 
duction, Europe would need gift food and fuel 
forever. 





WAGE INCREASES: will be asked by industrial 


workers, but demands will be moderate, with few 
strikes in prospect. Wage increases would raise 
prices; might inspire a price freeze, followed by a 
wage freeze. Most wage demands will show up, 
if at all, next spring. Labor leaders will be guided 
by events. 





HOUSING INVESTIGATION by the Congressional 


Joint Committee throughout the country hasn't made 
too good an impression. Committee members seem 
to have little background knowledge, often act 
like prosecutors rather than inquirers. A real in- 
vestigation would be welcome. Results of this one, 
so far, are not impressive. 





RAYMOND M. FOLEY, Federal Housing & Home 


Finance Commissioner, told Congressmen recently 
that, unless building costs come down, the market 
at present prices will be exhausted long before 
national housing needs are met. He jumped with 
special enthusiasm upon restrictive practices, as 
adding to housing costs. 





WALL STREET JOURNAL'S articles, 


‘Housing: Puny Giant,’’ has gotten some sober na- 
tional attention. Congressman Gwinn is making 
extensive use of the Journal's findings. Briefly, 
they fall under four critical heads: loose and faulty 
organization of the industry; inefficient distribution 
of materials; restrictive practices of labor and build- 
ers; restrictive building codes. 


entitled 





WILLIAM A. IRWIN, American Bankers Associa- 


tion, thinks building costs will come down because 
they must. He says if old-type materials stay high, 
new types will take their place. This is a long- 
range view. Everything points to firm prices the 
next few months, but no new types of materials. 
However, better watch it. These critical appraisals 
will be used to support nationalized housing, in 
one form or another. 
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WEYERHAEUSER 4- 
FARM BUILDING S 


This combination corn crib and granary 


standing extra-value feature of the Weyerhae 


Building Service. Buildings of this type m 
terrific loads . .. and in the design shown here, 
is doubly assured by use of the right material 
First, framing members and bracings hav 
high load bearing strength. Second, the Te 
connector shown above makes it possible t 
of the working strength of the wood me 
to ordinary bolt construction which utilizes 
of the wood strength. With the Teco split r 
obtained with lighter wood members and 
in material cost. 


SCORES OF OTHER BUILDINGS... 


Your lumber dealer has the W 
Building Service at his yard ready y 
you will find designs and blueprints for sc 
Each is planned for the extra-valwe feature 
ness, step-saving convenience, economy off 
keep, and increased production. 

Before you build, plan with this help 
dealer will gladly explain its many diffe 
you why good wood buildings are the be 


FREE! FARM BUILDING BOO 
condensed edition of these building plans, 


WEYERHAEUSE 
2013 First National 


Please send 


Nome 
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LUMBER AND 
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Saving 
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BP ; >quare Farm Building i 
h nea - help you obtain better b ild ta ae 
as this Service ready for y fe 
you ideas, Plans, blueprint 
need to secure Strong, lon 
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everythin 
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WEYERHAEUSe, ‘ALES COMPaNy 
R SALES or747 


First National Bonk "@. St Pout 1, Minn 


Please send me the Free Farm Building Book 


Address 


Town 


WEYERHAEUSER 4-SQUARE 


L 
UMBER AND SERVICES 


®@ Month after month in leading farm magazines, page-dominating advertisements illustrate and define 
the extra-value features to be found in all of the designs of the Weyerhaeuser 4-Square Farm Building 
Service, Month after month farmers are reminded that “good wood buildings are the best farm buildings”. 
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,..wants Corn Cribs 


AMERICAN FARMERS EVERYWHERE ARE SERVED WITH DESIGNS 
FROM THE 


WEYERHAEUSER 4-SQUARE FARM BUILDING SERVICE 


ODAY farmers are on a critical search 
es sound building values ... and 
they’re looking chiefly at lumber . . . the 
time-tested, time-proved material for good 
farm buildings. 

Farmers can expect great value from wood 
when they plan with the help of the Weyer- 
haeuser 4-Square Farm Building Service. 
The scores and scores of designs in this 
Service are the result of the collaboration 
of agricultural extension specialists, farm 
owners and managers, and Weyerhaeuser 
engineers. 

This pooling of practical experience and 
design talents brings to farm buildings the 


&rched Reot DAIRY BARN 


PRE AAONEIES BOERS BRC ORION 
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extra value features of structural soundness, 
the correct use of materials, economy of 
construction, low upkeep, convenience of 
use and increased farm production. Here 
are guides to honest building value... to 
farm structures that last years longer, with 
low upkeep. 

Dealers who use this Service with their 
farm trade have found it a means of deliver- 
ing great value, and a convincing demon- 
stration of how good wood buildings make 
the best farm buildings. They are using the 
Service to fortify their position in the farm 
market ... one of the best markets for a 
majority of lumber dealers. 


WEYERHAEUSER SALES COMPANY 


SAINT PAUL 1, MINNESOTA 





WEYERHAEUSER 4-SQUARE 


LUMBER AND SERVICES 








@ You can depend on “Pennvernon” to 
meet the most exacting requirements of 
sheet glass. For it is a quality window glass, with 


excellent visional qualities and a brilliant surface 
finish on both sides of the sheet. 


So, sell “Pennvernon”—not just “window glass.” 


— ing a WV Ee 4 fod  e ®. That’s the sure way of having satisfied customers. 
Window Glass 


PAINTS - GLASS +: CHEMICALS - BRUSHES PLASTICS 


rerraSBurRGH PLATE GtAas S&S COMPANY 
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“Our own experience convinced us... 


BRUCE FINISHED FLOORS 





vate t1GH in bayer appeal y ' 
.- LOW tn installed cost!" 
























Reports HARRY J. DURBIN 


Well-known Detroit home builder 








Mr. Durbin should know. His firm, long-time leader 
in the Detroit building industry, has used Bruce 
Finished Floors in more than 1200 units since 1939. 


He writes: ‘Our records, covering eight years’ 
experience with Bruce Finished Floors, show that 
elimination of the sanding and finishing operations 
required with old-type strip flooring has saved us an 
average of $30 to $35 and three working days per unit. 


‘These savings, combined with the almost unani- 
mous enthusiasm of our buyers and tenants for the 
exceptional beauty and wearing qualities of the fin- 
ish, have convinced us that Bruce Finished Flooring 
is the outstanding flooring in the market today.” 


All over the country, many leading operative 
builders like Mr. Durbin are having similar experi- 
ences. They’re discovering, just as he did, that 
Bruce Finished Floors are best because they elimi- 
nate unnecessary costs and give the buyer a more 
beautiful floor with a superior, long-lasting finish. 


E. L. BRUCE CO. 


Memphis, Tennessee 
World’s Largest Maker of Hardwood Floors 















have 
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Yours Very truly 


MERLE w, HOGAN 
Ph es 
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BRUCE A/ff/SHED FLOORS 
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Mr. Anderson, owner of a large hard- 
ware and paint store, knows through 
experience that a sound business de- 
pends on the confidence customers have 
in the dealer from whom they buy. He 
G. W. ANDERSON tells you why: 

cance : ‘Many of my customers often ask me, 
“What is a good paint’ or ‘What brush 
will do the job best?’ They depend on 
me and I’ve got to have the answer—on 
the shelves. Good merchandise means 
repeat sales, so I must be right or I 
BRUSHES by PITTSBURGH suffer in the long run. That’s why I 
depend on quality products—on Pitts- 
burgh Brushes, to be specific. I know 
Pittsburgh makes fine brushes. I’ve 
used them myself and master painters 
THREE FAMILIES bear out my opinions. They’re made 
Pitsburgh’s 100% Pure Bristle. No with quality materials. [ can’t afford 

frre ey. not to stock Pittsburgh Brushes.” 


A full line for every painting need 


Pittsburgh’s exclusive Bristle- 
Neoceta. Top quality perform- 
ance. Cost about one-third less. 


Pittsburgh’s 100% Neoceta. 
Cost about half as much as 
pure bristle, yet gives excellent 
performance and has special 
advantage, such as high resis- 
tance to water. 


WH 
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OREN WHITE LEAD & COLOR W”” 


HOBOKEN. N aa 


<<< 


Sell the best——and you'll have the best 
customers. 


Sell... HOBOKEN PAINTS 


Tough paint won't crack, peel or powder. 


Tough paint retains its color under severe 
exposure. 


The toughest paints are made with the finest 
ingredients. 


Tough paint pays for itself many times by long 
wear. 


Hoboken paints are compounded with the skill 
developed during 70 years of paint making. 


Each type paint is designed to give the best 
results for a specific job. And all of Hoboken’s 
carefully chosen modern colors are available 
now. 


HOBOKEN 


WHITE LEAD & COLOR WORKS, INC. “W/AC (SPM: -ow = 
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“NEW JERSEY 








Left: Spacious laundry room, with 
smooth, attractive plywood walls, 
canvased and painted. 

Below: Renovated breakfast room, 
with 34” plywood on the ceiling and 
on the walls—the latter with wall- 


Modernized 
with Plywood 
e--in 1940 


paper applied over a felt backing. 











“Present Condition Excellent,” — says Architect Whitney R. Smith 


*,..as good as the 
day the job was 
completed” 





PLYWOOD’S MANY ADVANTAGES 
KEEP DEMANDS GREATER 
THAN PRESENT SUPPLY 


Douglas fir plywood production is greater 
now than in prewar years. Today’s de- 
mand, however, is unprecedented—and 
raw material availability is the control- 
ling factor in obtaining higher output. 
This uneven demand-supply ratio natu- 
rally means that plywood may not always 
be readily obtainable at any given time 
and place. Keep in touch with your reg- 
ular source of supply as to price and de- 
livery information. For technical data, 
write the Douglas Fir Plywood Associa- 
tion, Tacoma 2, Washington. 











7 attractive remodeling job 
was completed in 1940—with 
Douglas fir plywood playing a 
major role in the work. Architect 
Whitney R. Smith of Pasadena, 
California, says: “Douglas fir ply- 
wood was specified for rigid sub- 
flooring, for ceilings, walls and 
many interior details. The entire 
building is in excellent condition 


today—as good as the day the job 
was completed.The laundry room, 
in particular, is almost a perfect 
test for plywood. Damp laundry 
is hung on the lines and warm air 
from a forced air furnace is blown 
through the room. I have specified 
both Exterior-type and Interior- 
type plywood for many jobs— 
and it has always turned in a 
fine performance record.” 


Douglas Fir 


PLYWOOD 


LARGE, LIGHT, STRONG 
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TINTED SCREENING 


Velon eliminates the unsightly rust-staining . 
of building exteriors under the sills, thus saving 
a major maintenance expense as well as 
preserving a clean, tidy appearance. Velon is 
bleed-proof, stainless — it cannot oxidize in any 
weather or climate. This is only one of its 
many advantages, yet Velon costs substantially 
less than the best metal screening. 


This is a story your customers should know. 
Were telling it to them in full color 
national advertising. Be sure you tell them 
when they come in to buy. You'll give 
your customers greater satisfaction — and 
remember, one tells another! 


Velon is available in standard widths and 
gauges. Write Firestone, Akron, for full 
information on Velon. TRADE MARK 








If you could PEEL BACK 
THE PLASTER 


7 





~me 


Xx 


< 


YOU’D SEE HOW 
DOUBLE DUTY INSULITE 
GIVES... 


In 100-Ib. 
Cartons a 
Paper Bag 


INSULITE LOK-JOINT LATH plaster base does double duty. 
It not only BUILDS but it INSULATES at the same time! That’s double 
for your customer’s money. That means complete satisfaction 
all the way down the line, and repeat sales. A nice healthy growth 
in business with a steadily increasing income. Tie up with double duty 


Insulite—a famous name with a fine reputation. 





ONE MATERIAL 


Double usace 


———— 
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Wt ‘...a@ good article always 


GY — will be praised...” 








In 100-Ib. 
Cartons and 
Poper Bags 


or 


THE TEXAS Company USA 


Now 
AVAILABLE 

















NG ASPHALT 
Asphalt SHINGLES and ROOFING 
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ON THE LONG LIFE AN 


































TWO COMBINATION Oil SCRAPER AND COMPRESSION RINGS 


2 3 CHROME-PLATED TOP COMPRESSION RING 


\ 





ALUMINUM.- ALLOY PISTONS 
y WITH STEEL STRUTS 





WIDE 
OlL- SEALING — TOCCO-HARDENED 
RING 7 BEARING 
JOURNALS 
’RESSURE TYPE 
WIDE FACED 
METAL ARGE CAPACI 
TIMING GEARS ‘ADIATOR COF 
XQ 


\ CRANKSHAFT STATICALLY 
AND DYNAMICALLY BALANCED 


N 
“ 
\ 





q-bearing crankshaft, with Tocco- ee / ry 
hardened journals. Aluminum ‘ SR tan ge : 
alloy pistons with four rings. Re- i- \ SS! ROUD ~ 
placeable multiple-layer bearings. , 

Rugged, dependable rear axles— : NE, 4 — ; ~ cee 
single-speed; single-speed, double- . SF poe r N BELTS 
reduction, and 2-speed, double- | ( r y 
reduction fit every hauling need. # | — : fs 


EVIDENCE 


FAND ECONOMY OF 








RESSURE TYPE RADIATOR CAP 


ARGE CAPACITY 
‘ADIATOR CORE 





‘AN BELTS — 


ROM radiator to rear axle, these heavy- 
duty trucks were especially engineered and 
built for long, economical service. 


They’re powered by two brilliant truck en- 
gines, of 282 and 331 cubic inch displacement. 
Horsepower-to-weight ratios reach a new high! 
These engines develop 225 and 270 pound-feet 
of torque respectively—and maintain high 
torque output over a wide speed range. 


Engine cylinder walls, of chrome nickel mo- 
lybdenum alloy cast iron, are so hard that 
wear is almost non-existent. Valves are made 
of silchrome, a special valve material of ex- 
ceptional durability. For long life, exhaust 
valves are sodium-cooled; valves and valve 
seat inserts are stellite-faced. 


Everywhere, unnecessary surplus weight is 
eliminated by improved design and advanced 
metallurgy. New and strictly heavy-duty 
clutches, and a remarkably efficient five-speed 
transmission—coupled with rear axles of en- 
tirely new design—provide a highly efficient 
transmission of driving torque to the wheels. 
Despite their husky construction and rugged 
strength—these trucks handle with ease, even 
on steep grades with capacity loads. 


If your transportation requirements fall within 
the 18,500 to 23,000-pound gross vehicle weight 
ranges (up to 40,000 pounds G.T.W.) ... get 
the complete story of these great new Dodge 
“Job-Rated” heavy-duty trucks from your 
Dodge dealer. We believe you'll find them your 
long-awaited answer to lower-cost hauling in 
their capacity ranges! 


WATER RECIRCULATION BY-PASS 


\ 


// AUTOMATIC WARM-UP VALVE 
/ jf, POWERFUL WATER PUMP 
ff WITH SIX-BLADE IMPELLER 


\ /, 


FULL-LENGTH 
CYLINDER 
COOLING 


RUSTPROOF WATER 
DISTRIBUTING TUBE 


Him © 








This highly effective 
cooling system is an 
important reason for 
the greater economy, 
dependability, and 
longer life of these 
heavy-duty trucks. 







Stellite-faced exhaust 
valves and seat inserts. 
(All valves and valve 
seat inserts are of hard, 
durable silchrome.) 


Sodium-cooled exhaust 
valves. 


Rustproof water distrib- 
uting tube for exhaust 
valve seat cooling. 


Large water pockets 
surround valve stems for 
quick heat dissipation. 


Self-locking adjusting 
screws facilitate tappet 
adjustments... 


Tappets lubricated by 
pressure feed for long life. 


High-test cast iron alloy 
camshaft supported by 
four large bearings. 


Rugged 5-speed trans- 
missions and heavy- 
duty clutches, with ca- 

ty. well in excess 
of engine torque, in- > 
long life, low- 
cost maintenance. 








A LOT OF DEALERS TOLD US IN PLAIN WORDS: 


“», “give me a metal 

- ~~ casement that | 
\ doesn’t cost so !!**! 

+ much to storm sash!” 


Again and again in Mesker’s poll of 4,500 build- 
ing supply dealers, the high cost of storm-sashing 
metal casements came up. This is understandable, 
since inside-attached storm sash, the only kind 
that can be applied to ordinary metal casements, 
costs an average of 80% as much as the win- 








: : ; It 
Sm eZ dow itself. Now Mesker engineers have licked ; does 
Te Sea this storm sash cost problem in designing the: — 
, 4 ‘ a 50-fo 
a ‘a Not 
\ 4 patio, ii 
e Even 1 
WECM FOOME . year-ro 
= The bi 
PACKAGED METAL CASEMENT =" tig 
Z| and a f 
a 
OUTSIOE STORMU-SAS/1EO Z| = 
y = ment is 
Ad £3 THE COS7 eee quality 
L-O-F 
Yes, that’s right. Efficient, 100% protective, outside metal : : of bette 
storm sash for the “American Home” Metal Casement i — out to 
costs only one-third as much as the inside-attached type. 4 -" a 
And “American Home” is the on/y metal casement on the | e | | +e 44117 4 


market specifically designed for outside storm-sashing, 
the only kind that protects the entire, window from cold, 
dirt, snow, rain, corrosion, condensation and frosting. 
Now with the “American Home” line, even dealers in J 
regions of severe winters can safely and profitably sell a 3 Y 
popular metal residential casements. See your distributor : 
now or write for descriptive folder. Mesker Brothers, 
Sales Division AL117, 4344 Geraldine, St. Louis 15, Mo. 
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INSIDE-OUTSIDE 
ROOMS 


... United with a 


wall of glass 





It doesn’t take a 10-mile view to make 
larger windows an asset. This house on 
a 50-foot lot proves it. 

Notice how the glass wall and the 
patio, in effect, add a room to the house. 
Even where climate does not permit 
year-round use it’s a worth-while idea. 
The big window always adds interest 
and a feeling of spaciousness. 

The smartness of good window treat- 
ment is enhanced by the use of high- 
quality glass. Remember that the 
L-O-F label on windows is assurance 
of better, clearer glass—worth pointing 
out to prospective home buyers. 


Libbey-Owens-Ford Glass Company, 
44117 Nicholas Building, Toledo 3, Ohio. 





Frederick T Kline, Los Angeles, Architect and Owner 
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L-O-F also makes plate glass, safety glass, Thermo- 
* insulating glass, Vitrolite* colorful glass facing, 
Tuff * tempered plate glass and other flat glasses. 


*Reg. U.S. Pat. Off. 
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HARDWOOD PLYWOOD 











Cut straight aqsan —==— 


OMPARE Roddi 
C candied ig hardwood plywood—the f: 
eee gg satin smoothness — th — 
nd clean, precision cut e edges flush, 








==> 


— jobs done soo 
sooner — bi 
— cust gger pr 
o wonder fine workmen alwa . absolutely true — profits, better satisfied 
ys specify Roddi Don’ 
iscraft. on’t take - 
pam cate cee word for it — see it for yoursel 
ny ec aero with any other nid god pet 
r . oO 

ia etaiiine oddiscraft has earned Senmva 

quality products. ed the reputation 


Men wl 
10 work witl 
tures mean ti 1 plywood kn 
tim : : ow that 
e saved in fitting, finishing a ye _ 
nd cutting 





NATIONWIDE Rovdiscratt WAREHOUSE SERVICE 


Mo., 2729 Southwest Blvd. Long Island City, SS aeeny 
Review & Greenpoint Ave. 


Kansas City 8, 
229 Vassar Mh wes Se evie 
Los Angeles 11, Calif., 2860 E. 54th St. 


Cambridge 39, Mass., 
Chicago 8, w., 1 w. Cermak Rd. 
1. . 457 E. Sixth St. Marshfield, Wis., 115 S. Palmetto St. 
is., 4601 W. State St. 


Cincinnati 2, Oh 
Dallas 10, Texs ~ 7300 Medill St. Milwaukee 8, Wis- 
Detroit, Mich., 11855 E. Jefferson Ave. New York City, N.Y., 920 E. 149th St. 
Louisville 10, Ky. - 1201-5 S. 15th St. San Antonio, Texos, 597 N. Cherry St. | 
DEALERS in ALL PRINCIPAL CITIES 0 1S 
| ra 
R Lumber ‘& UV | 
encer Ca. 


MARSHFIELD, WISCONSIN 
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It’s always Fair weather 


with RED TOP 
Insulating WOOL 


A name you can trust... 


O* the carton the name RED Top* 
is assurance of quality in the carton. 

Rep Top Insulating Wool is resilient, 
light in weight, high in insulation value 
and fire-resistant. 

Select raw materials and rigid produc- 
tion standards insure uniform batt size 
and formation. An efficient vapor barrier 
attached to one side resists moisture, 
helps prevent condensation. 


United States 


Neat, strong cartons protect wool in 
shipment, provide ease of storage and 
identification. Six modern plants, stra- 
tegically located, speed deliveries .. . 
keep your stocks current. 

Comes in batts and granulated form. 
Both 2 and 3-inch batts made in sizes 
15x24 inches, 15x48 inches, 23x24 inches, 
and 23x48 inches for 16 and 24-inch 


spacings. 
*Trademark Reg. U.S. Pat. Off. 


Gypsum 





For Building e For Industry 





Gypsum * Lime + Steel «+ Insulation + Roofing + Paint 


ia 
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All New... THROUGH and THROUGH 


Truck owners and drivers everywhere are praising new 


light-medium duty GMCs for their leadership in post- 
war construction and design. Cabs are all-new, all-steel 
with flexible, rubber-cushioned mounting . . . wider and 
deeper, adjustable seats . . . circulating, fresh air ventila- 
tion . . . complete insulation and soundproofing .. . 


greater visibility in windshields, doors and rear windows. 


For extra value and dependability there’s GMC’s stronger, 
sturdier chassis and improved, war-proved engines. For 
outstanding appearance and added stamina there’s GMC’s 


advanced new styling and exclusive front-end construction. 


GMC TRUCK & COACH DIVISION . GENERAL MOTORS CORPORATION 


THE TRUCK OF VALUE pe -aifea €- GASOLINE e DIESEL 


56 





New GMC grilles incor- 
porate a protecting bar of 
heavy bumper stock at 
top and sides. Frame 
mounting and angle brac- 
ing add greater strength. 


GMC’'s new cabs cir:ulate 
freshairby means of a rev- 
olutionary new ventilation 
system. You can have 
forced air heating and 
defrosting, too, if desired. 
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DEMONSTRAT ee 
| wc LOGGERS DREAM NO, ceneoac wcteos trace = 
; ~ o * 
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7 AYLOR MACHINE WORKS*° : ee é 
PHONE 436 . 


sa é ben 
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ORE PAY LOADS PER DAY 


The Loggers Dream is making new friends 
among Loggers here and abroad as the fastest, 
easiest operating and most economical log skid- 
der and loader in the market. Its many exclusive 
advantages add up to real flexibility and more 
pay loads per day from stump to mill. 


SKIDDING—and trucking over bogs, creeks, 
steep land and gullies, its 5/8 inch steel cable 
reaches out 800 feet to bring them to a central 
point for loading. It makes impossible logging 
practical and profitable. 


LOADING—is a faster, easier operation with the 
22 foot boom with drums powered by a 100 H.P. 
Ford Industrial Motor. A 3-man crew can load 
your trucks in ten minutes, completing 16 to 18 
pay loads a day. 


If you are interested in cutting costs and increas- 
ing profits, then, it will pay you to investigate 
Loggers Dream NOW! 






ij j 


Ge deaaeaall LOGGERS: DREAM =) 


WRITE FOR FULL INFORMATION [if] i MACHINE WORKS 


WITHOUT OBLIGATION TODAY! 
ee OFFICE AND FACTORY-LOUISVILLE, MISSISSIPPI 
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due to a foolproof Color Research 


Consumer accepted 

and consumer wanted 
on, —Lowe Brothers 
Style-Tested Paint 
Colors are your best 
Style Toited assurance of stepped- 
up sales with less 
sales effort. 
Women will just naturally buy Style- 
Tested Paint Colors quicker, because 
they are in perfect accord with the 


most modern color trends. This is 


Lowe Brothers 


PAINTS * VARNISHES 


gies 3 foerenng 


Plan which pre-determines color de- 
mand by analyzing and checking 
the colors being used for home deco- 
ration today. 

Consequently, Style-Tested Colors 
reduce mark-downs and close-outs. 
They eliminate obsolete colors, and 
speed the turnover of minimum stock. 
Moreover, they are all ready to use, 
just as your customer wants them. 

Thus, with Lowe Brothers Style- 


PAINT COLORS 


Tested Paint Colors, yours are the 
extra profits that result from the 
easier and faster sales of wanted and 
ready-to-use colors. 


The Lowe Brothers Company, Dayton, Ohio 


Ready for use — without 
extra service effort—the 
colors which women want 
and are buying today. 


- 
ow: Bac thes 


PAINTS 
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AIPLEX 


MUI 
PAYS OFF IN MORE PROFITS 


In buying a Multiplex Radial Arm Saw you 
buy performance. Study the chart above and 
notice the miter capacity of from O° to 90° Left 
Hand as well as Right Hand. 


Because of the Exclusive Versatile Elbow, or 
center suspended track, the saw can be readily 
placed in an unlimited number of positions. 


The Movable Table permits full usable travel 
of the cutting head in any position and—it 


i eh 
L RIAL 
MATE, \ FEN 
Ader \t 


9 


(@) 0) a ae 1 OP 
Badial- 
Arun 


enables you to bring the work to you for 
greater convenience. 


Automatic Recording Rip Scales provide ac- 
curate and convenient means of measuring the 
width of rip from either the rear or front fence. 


The Ball Bearing Mounted Yoke moves with 
exceptional ease—self-cleaning balls roll on 
nitralloy rods. ; 


These are features found only in the Multi- 
plex which assure you of more production, 
greater accuracy and ease of operation. 


Write today for literature 
or name of nearest dealer. 


RED STAR 
PRODUCTS, INC. 


3455 VEGA AVENUE, 
CLEVELAND 13, OHIO U.S. A. 


CROSS CUT e RIP « BEVEL RIP ¢ BEVEL CUT OFF 
PLOW « SHAPE « DADO « RAFTER NOTCH « MITER 


GOMPOUND MITER « TENON e RABBET 
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The smartly 
house of th 


KIMSUL* | 
many reas 
such perr 
applicator 
eliminates 
ery. And 
features n 
struction. 
package. 

installed | 


Clean, dry and odorless, WOLMANIZED lumber can be dling time 
shipped, handled and stored in the same manner as, or with, 
untreated stock. (We are also suppliers of Creosoted material.) 


FORDYCE-CROSSETT SALES CO. [25° Arkansas 7 BR 


DISTRIBUTORS FOR: Fordyce Lumber Company and Crossett Lumber Company To help brin 


*Registered U. S. Pat. Off. cooperating | 
American Lumber & Treating Co. MANUFACTURERS OF Program spo 


ARKANSAS SOFT PINE ... ROYAL OAK FLOORING . .. HARDWOOD LBR. & TRIM ... TREATED LBR. & se National 
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Dealers find KIMSUL* 
an ideal over-the- 
counter item 


Says prominent 
Southwest distributor 





The smartly styled 400-foot long ware- 
house of the Southwest Sash & Door Co. 


Kimberly— 


Clark : 
Neenah, w rorporation 


isconsin 


Since that 
Kimsul ha 





KIMsUL* insulation is tops among dealers everywhere— for 
many reasons. It’s popular with consumers because it gives 
such permanent, year ‘round comfort. Contractors and 
applicators prefer KIMSUL because it’s so easy to install— 
eliminates the need for skilled labor and expensive machin- 
ery. And to dealers it offers a combination of exclusive 
features no other insulation can claim: 1. Many-layer con- 
struction, 2. PYROGARD} fire-resistant cover. 3. Compressed 
package. (The KiMSUL blanket comes reduced to 1/5th 
installed length — saves storage space, delivery costs, han- 
dling time.) 4. Extra width to provide fully insulated fasten- 


To help bring better, lower-cost housing, we are 
cooperating in the Industry-Engineered Homes 
Program sponsored by the Producers’ Council and 
the National Retail Lumber Dealers’ Association. 
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Et Paso, Texas May 27, 19 
, 1947 


time, 


Yours very truly, 
SOUTHWESTERN SASH & DOOR co 





ing edges. 5. Extra flexibility. 6. Cuts waste— trimmed pieces 
make excellent caulking. . 

Today the greatest national advertising program in 
KIMSUL history backs dealers to the hilt. More than ten 
million readers of The Saturday Evening Post, American 
Home, Better Homes and Gardens, House Beautiful, House 
and Garden, and Small Homes Guide provide the readership 
for its strongly competitive sales messages. 

Every day more KIMSUL dealers find there’s bigger volume 
and better profit in KIMsUL. Kimberly-Clark Corporation, 
KIMSUL Division, Neenah, Wisconsin. 


Kimberly 
Clark 


RESEARCH *T. M. Reg. U.S. & Can. Pat. Off, 
tTrademark 
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The ASBESTOS shingle that’s 


“A Lb tth.. 


Aneicargbonial is the most popular asbestos 


roofing shingle Johns-Manville has ever developed. 


Attractive—colorful—low in cost! 


of their new beauty and ease of application, 
demand for these improved, fireproof roofing shingles 
has grown tremendously. 


Backed by the Johns-Manville name, these shingles 
are easier for you to sell. 


Overwhelming consumer acceptance is being constantly 
developed by one of the most effective advertising cam- 
paigns in the industry—the Johns-Manville Radio Pro- 
gram, “Bill Henry and the News.” 


Built to last 35 years PLUS 


Thousands of J-M Asbestos Shingles have been in 
service 35 years and more. They’re still as fireproof, 
rotproof, and weatherproof as the day they were applied. 
No signs they won’t last another 35 years or more! That’s 
why we say American Colonial Asbestos Shingles last 
35 years PLUS. 


Permanent as stone, the American Colonial costs the 
home owner less per year of service than any other roof. 


Get the facts about American Colonials.Write for new 
full-color brochure, AS-85A, showing the many pleasing 


colors and blends. Address: Johns-Manville, Box 290, 
Note the staggered edges and beautiful weathered appear- 
ance of American Colonial Asbestos Roofing Shingles. New York 16, N. Y. 


Bu 
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Study these pictures. They show how 


easily these shingles are applied. 


|= 


1. APPLIED LIKE ANY STRIP SHINGLE— 
Each American Colonial is an asbestos 
strip, equivalent to 5 ordinary shingles. 


3. AUTOMATIC ALIGNMENT—No chalk 
lines necessary, no delays: measuring 
courses. Any roofer could actually lay 
American Colonial Shingles blindfolded. 


5. EASILY APPLIED ON RIDGES—Special 
Hip and Ridge shingles supplied in ex- 
actly the same textured grain, the same 
beautiful, weathered appearance and 
colors as the main roof shingles. 


2. SELF-SPACING FEATURE SAVES TIME 
—Second course shingles are lined up 
by placing the shoulders over the points 
on the preceding course. 


4. EASY TO HANDLE — Bundles weigh 
about the same as asphalt strips. Use only 
80 pieces per square. Only 4 nails per 
shingle, in pre-punched holes. 


ER SPEEDS APPLICATION—When 
shingles must be cut to fit around valleys, 
dormers, along the rake, etc., a shingle 
cutter does the job easily, quickly—right 
on the roof. 


inl Bsbestos Roofs 
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| aciaiiaistabnaaiiali. 
LUMBER AND BUILDING SUPPLIES 


including ALL SPECIES OF LUMBER, BUILDING MATERIALS, MILLWORK, 
CLAY PRODUCTS, INSULATION, Etc. 











BIDDLE PURCHASING COMPANY 


280 BROADWAY «+ + NEW YORK 8&8, N.Y. 





OTHER SERVICE OFFICE S$ — Baltimore, Chicago, Meridian (Miss.) Pittsburgh, San Francisco, Seattle (Wash.) 


Also an Important National Market for Suppliers 
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— 
ONLY CLEAR WATER J 


USED 
You seldom use up all the wate 
in the big 5 gal. tank on one fire 
but if necessary any stream o G 





lake serves for refilling. 


How is your supply of INDIAN 
FIRE PUMPS? Do you have 
plenty? Order now. Catalog and 
price list will be sent on request - 
Write us today for full inform? 
tion. / 


De eemttee & CO. urica, 2 Nn. ¥. 
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Packed within the covers of this 32-page book 
are dozens of “‘idea seeds” that can bring you a 
bumper crop of future sales of Ponderosa Pine 


doors, frames and windows! 


And it’s éasy to plant those seeds by’ sending 
copies of ““Today’s Idea House”’ to your customers 
... by using it in counter and window displays... 
by mentioning it in your radio programs or news- 


paper advertising. 


Gor Griendly Living. +: 
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future profits 
winel Gr OW 
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Ponderosa Pine Woodwork makes fast friends 
because it is precision manufactured . . . because 
it is so easy to paint or finish . . . and because its 
beauty endures through the years. Cash in.on the 
tremendous preference for this friendly wood by 
using ““Today’s Idea House” in your local pro- 
motion. Mail the coupon for a sample copy—then 
order this profusely illustrated booklet in quantity 
for your customers. 





PoNbDEROSA PINE WcoopworRkK 
Dept. PAL-11, 111 West Washington Street, Chicago 2, Illinois 


Please send me a free copy of ‘“‘Today’s Idea House.”’ (Please Print) 


























Sold everywhere... 
another big advantage of Youngstown Kitchens 


| a your building project, 
whatever its size, a complete 
Youngstown builder’s service is yours 
in or near’ your community. 


For 60 experienced Mullins’ Field 
Men and 7500 trained Youngstown 
dealersare strategically spotted through- 
out the U.S. A. Their job: to work with 
you in keeping building costs down. 


Yet service is only one of the pluses 
that go with Youngstown Kitchens (see 
panel). 


For standardized Youngstown units 
are precision-built and mass produced 
to the highest specifications. Equipment 
arrives completely finished. with hard- 


REFRIGERATOR 





ware in place, ready for fast, smooth 
installation in just a few hours. 


All Kitchenaiders and wall and base 
cabinets are white-enameled steel. Sink 
tops are highest quality, acid-resisting 
porcelain enamel. Units can be com- 
bined according to Youngstown Kitchen 
suggestions available through your 
dealer, or to fit any idea of your own. 
Design and finish harmonize perfectly 
with most any range and refrigerator. 


Have you investigated Youngstown 
Kitchens? 


For name of your nearest distributor 
or field man, just write— 


MULLINS MANUFACTURING CORPORATION 
WARREN, OHIO 


Porcelain Enameled Products, Large Pressed Metal Parts, 
Design Engineering Service 





66 


BY 4 3 
BY MULLINS 


November 8, 1947, AMERICAN LUMBERMAN 











Other 
Youngstown 


advantages 
* 


Low cost 


Wide selection 


Easy handling 


Easy installation 


Modern styling 


Top quality 
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CABINET HARDWARE 























STREAMLINED BEAUTY 
AT MODERATE COST... 


Here is low-priced Cabinet Hardware that you can 








offer with confidence to your most discriminating 


customers, 








STYLING— Beautifully streamlined 
with Catches, Door Pulls, 
Drawer Pulls, and Hinges 
matched perfectly in design: 


FINISH—Sparkling “Beauty- 
Seal” Chromium with heavy 
underplatings of both Cop- 
per and Nickel to assure last- r 
ing beauty. al 


PACKAGING — Each item in- 

dividually wrapped and packed in printed envelope for Rese aaa 
y , PP P P : . P No. E3068 Hinge 

complete with screws — protects polished finish, Se olfeak dined 

prevents loss of screws and small parts, saves 

dealers and users time. 





o. E3066 Hinge 











The No. E9700 Flexi-Grip Catch * s ee Ne. bon 


e es No. E314 

This remarkable ie, | he 2 
. Door Pull 

catch automatically 
adjusts itself to 
normal swelling or 
shrinking of cabi- : 
net doors. Smooth, “ Illustrations 

wi ‘ ‘ ' ; Actual Size 
positive action is 
assured because life- 






















Pat. No. 2,376,325 
Pat. 1945 Canada 


time conical spring equalizes grip 
of “floating fingers” even when Catch and Strike 


i - No. E7638 
are “off center’’. 


Semi-concealed 
Hinge 





After recent torture tests of over 
one million operations, this 
Catch came through smiling — 
with no appreciable signs of wear. 





* Now available from your favorite Amerock Job- — Se No. E311 
ber. Place your order today for prompt delivery. er 











AMERICAN CABINET HARDWARE CORP., ROCKFORD, ILL., DEPT. 1.N 


Please send me latest catalog and price list showing complete line of 
Amerock Cabinet Hardware. 


NAME eercee SOPHO H HEHEHE TET E EEE H HEHEHE HEHEHE EES ESES 


SEND COUPON FOR NEW PAMPHLET 
AMERICAN CABINET HARDWARE CORP. 


ROCKFORD. 
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On the high road or low road... 


YOU'LL HAUL WITH 














Advance-Design 


CHEVROLET TRUCKS 


Here’s ‘‘more power to you”’ on your hauling job— 
extra power to make ‘“‘molehills’’ out of mountains 
and shorten the long level stretches. It’s the famous 
Valve-in-Head Load-Master Engine in the new Chevy- 
rolet Advance-Design trucks. See these trucks- of 
tomorrow—today! They’re ‘‘loaded’’ with new fea- 
tures and innovations! 


THE CAB THAT 
*“*BREATHES” . . 

fresh air is drawn 
in from the outside 
—heated in cold 
weather—and used 
air is forced out !* 





*Fresh-air heating and ventilating system optional at extra cost. 

























CHOOSE CHEVROLET TRUCKS FOR 
TRANSPORTATION UNLIMITED! 


CHEVROLET MOTOR DIVISION 
General Motors Corporation 
DETROIT 2, MICHIGAN 





Panels and pick-ups have INCREASED 
LOAD SPACE—stake and high rack 
bodies MORE EFFICIENT LOADING. 
... New, stronger, sturdier FRAMES are 
designed to carry greater loads greater 
distances for a longer time! 








LONGER WHEELBASES give 
better load distribution. ... 
Chevrolet’s famous FULL- 
FLOATING HYPOID REAR 
AXLES are geared for the 
load! 








The cab is FLEXI-MOUNTED— 
cushioned on rubber against road 
shocks, torsion and vibration! 
. .. DRIVER’S COMPARTMENT is 
wider, with more leg room. The 
seats are fully adjustable, bigger 
and more comfortable. Wider, 
deeper WINDSHIELD and WIN- 
DOWS increase visibility by 22%! 





Chevrolet VALVE-IN-HEM 
TRUCK ENGINES are worl 
most economical for their si# 
. . . There are HYDRAUA 
TRUCK BRAKES, exclusi) 
designed for greater bra’ 
lining contact—for _ positi 
action! 
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WHAT THE SHOUTING IS ALL ABOUT! 


Congressional committees are stomping up and 
down the land sticking their inquisitive noses into 
various aspects of the housing problem. 


We are reminded of the salty saying, “It is easier 
to bark at the heels of error than to smell out the 
facts.” 


Whether the end result of these inquisitions will 
be constructive or not remains to be seen. The past 
record is not impressive, but Congress and industry 
would both accomplish more if they centered their 
efforts on what the public wants from the home build- 
ing industry: 


Our people demand from the home building in- 
dustry an adequate supply of new houses of good 
quality at prices families can afford to pay, and 
backed with the same industrial responsibility for 
sales and services they receive from other industries! 


They want a new home sales headquarters in their 
local community with materials, parts, supplies, dis- 
plays, models and pictures where they can shop, 
husband and wife together, and buy a new house. 


They want to be served by one salesman who will 
handle everything for them, and they want the sale 
to embody every reasonable service that would be 
given with an $8,000 purchase from any other in- 
dustry. 


They want accurate information, sound advice, and 
coverage of all their housing needs! They want to 
be fitted into a home of the right size for the family 
and the family pocketbook. 


They want good design, quality materials, sound 
construction, pre-processed financing and at a pre- 
determined price that will stay put. 
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They want a light-conditioned, air-conditioned, 
comfort-conditioned, convenience-conditioned, health- 


conditioned and a beauty-conditioned home. 


They want an economic deal, reasonable costs, safe, . 
convenient financing, ease of purchase, simplified 
transactions and, above all, responsibility both before 
and after the sale. 


This demand is a challenge primarily to the in- 
vestment factors in the industry—the producers and 
distributors of home building products who have 
investments in plants, facilities, equipment and in- 
ventories to serve the home seeking market. 


The solution to the home building problem is being 
evolved in the only way it can—through organization 
by these factors of the necessary materials, machinery, 
money, man power and methods to do the job in the 
light of what the public wants. 


There may be a place for government assistance 
after such organization is completed—and the part 
the government should play should then be recom- 
mended by the organized industry. But, prior to such 
organization, government interference will be waste- 
ful, impractical, ineffective and will only interfere 
with the progress that the industry is making. 


EDITOR 











new home furnishings’ center is an inducement to come inside. 
Note model bedroom, right. 


MIRRORS are used to double tlie intriguing display message at some 
points. Note the swing type table and the use of glass shelves. 


()= OF THE MOST progressive lumber and 
building supply companies in the east is Sawyer’s 
in Worcester, Mass. Dominating this concern’s am- 
bitious merchandising policy has been its desire to be 
the complete home center for Worcester. 

Recently this organization completed a cellar-to-roof 
modernization of a five-story structure right in the 
heart of that city to provide shoppers with a Furni- 
ture House, a great new center of home furnishings. 
This event, in the words of William H. Sawyer III, 
president of the company, enables Sawyer’s to “supply 
everything for the home from clapboards to curtains.” 

The 30,000 square feet now available at Furniture 
House is reserved completely for display purposes. An 
adjacent warehouse solves the problem of shipping 
and surplus stock supply. 


COORDINATED SHOPS 


FURNITURE House is not just another furniture 
store. Sawyer’s called in Jose Fernandez, a New York 
architect, to guide the modernization project. The re- 
sult is a remarkable series of coordinated shops and 
departments on all floors emphasizing the most ad- 
vanced furnityre display techniques. 

The street floor area is entirely devoted to gifts 
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Aouse 


With its new, expertly designed home fur- 

nishings center, Sawyer’s is prepared to offer 

the consumer everything from “clapboards 
to curtains.” 


of all types for the home. These are offered in suc- 
cessive specialized bays along the border of the selling 
floor. Novel swings, column displays and raised plat- 
forms appear attractively dotting the spacious central 
area. Among the gift specialties are metalware, lamps, 
pottery, glassware, housewares and pictures. 

In one corner of the street floor is a pleasant Old 
World shop where customers may find choice antiques 
of 18th Century types as well as other rare furnish- 
ings and collector’s items. 

Several striking uses of lighting equipment may be 
noted on the gift floor. Unseen along upper wall bor- 
ders are band enclosures of fluorescent units. This 
same type of lighting is employed in the shadow boxes. 
The architectural treatment features domes in the 
ceiling of the gift bays. Cold cathode lighting is 
used in these. Adjustable spotlights are installed over 
the spot displays and raised platforms. 


MIRRORS USED EFFECTIVELY 

ALTERNATING clear colors of oyster white, blue 
green and corals appear in the street floor settings, ac- 
cented occasionally by full walls of green and white 
Marbalia wallpaper. At other points, the size of the 
display space and the merchandise itself, is increased 
by use of full mirrors. One of the store’s main front 
windows is purposely left open at the rear so that 
window shoppers may gaze right into the gift shop 
displays. 

Sawyer’s second floor contains important accessory 
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departments. Main street pedestrians may look 
through a complete glass window front into the store’s 
interior decorating studio. Actual furniture from the 
regular departments is a part of the interior decorat- 
ing studio display. 

There are several booths completely equipped where 
customers may go over particular decorating prob- 
lems. Draperies and curtains are shown at the sides 
in separate enclosures. Among the other departments 
on this floor are the lamp shop, the picture and mir- 
ror gallery and the occasional table center. 

On the upper floors are centers for rugs, bedroom 
furniture, traditiona] furniture, modern furniture, 
pillows and bedding. 

Throughout its six floors of furniture and accessory 
displays, Sawyer’s has achieved an atmosphere of 
cheerful openness through delicate use of dividers of 
a see-through nature. These indicate the segregation 
of goods by type, but also enable the customers to look 
beyond to see how such merchandise will match har- 
moniously with other home furnishings to dramatize 
the rooms of the house. 


IMPULSE BUYING STIMULATED 


THUS there is an excellent chance to encourage im- 
pulse buving. Among the techniques emnvloyed are the 
use of decorative white rope between white posts set- 
ting off model room displays, painted tubing set into 
wall framework, imitation grille work, glassless win- 
dows, decorative iron piping and sliding glass shutters. 

One of the most interesting spots at the new Sawyer 
furniture house is the basement, often regarded by 
many concerns as a necessary evil. Sawyer’s has re- 
deemed the basement to excellent advantage by trans- 
forming it into an eye-opening center of game, porch, 
and recreation room furnishings. Between 20 and 
30 model room settings are shown here. In come cases 
the store has painted the original fieldstone founda- 
tion walls in gay colors. At other points the wall cov- 
erings are quilted chintz, wallpaper, murals and 
painted brick. 

Metal grille work is used extensively to hide base- 
ment heating pipes and other installations. Recessed 
lighting units and spot lights are featured. The floor 
is of spattered cement. 


HOUSEWARES are featured in this novel display. Note the frosted 

glass top deck with its illumination from below. Twin spotlights 

send rays from each pillar and cold cathode lighting comes from 
the recessed domes in the drop ceiling. 
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ENTICING picture department is lighted by an overhead front strip 
of fluorescent lighting. Furred out wire lathe makes picture hanging 
no problem. 


FULL WIDTH window suppiies natural lighting to the interior decorat- 
ing studio on the second floor. Floor stands show off fabrics to the 
customers, who can remain comfortable seated. 


LIVING ROOM displays are separated by frosted glass window 

casements which are used as partial dividers. The light drop ceiling 

contrasts pleasantly with the dark charcoal of the main ceiling, 
posts and chains, 
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SPECIAL JIG is used to hold each glass block while its 


vertical mortar joints are applied. 


MASONRY CREW works as a well drilled team. While one 
laborer unpacks and prepares the eight-inch block for 


installation, masons true up and level the first course of 


block. 


E> 


Their Specialty 
GLASS BLOCK 


NE OF THE nation’s first 

masonry contractors to spe- 
cialize exclusively in glass block 
installations uses special tools to 
sped and improve its jobs. This 
contractor is William Bortolotti & 
Sons, Detroit. 

Using specially trained crews of 
masons and their own patented 
jigs, the Bortolottis are equipped 
to handle glass block jobs of any 
size. Their system operates like a 
well-oiled assembly line. Manufac- 
turer’s specifications are rigidly 
followed. 


William Bortolotti Sr. supervises 
every job. Each of his foremen is 
carefully trained in the firm’s tech- 
niques and in the use of its tools. 
Training is supervised by the Bor- 
tolotti sons, Rudolph and Alfred. 

The jigs used in every installa- 
tion by the firm were developed 
and patented by Mr. Bortolotti. 
They consist of a set of jigs into 
which individual glass blocks are 
placed while vertical mortar joints 
are buttered. These jigs and fix- 
tures permit fast, easy trowelling 


GENERAL VIEW shows how demountable scaffolding advances with the installation of glass 
block. Complete set of horizontal mortar-bed fixtures are ready at the truck for use when 
needed. 
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INSTALLATIONS 


of horizontal mortar beds to correct 
thickness. 


Buttering jigs are boxes made of 
10-gauge sheet steel, shaped and 
welded to hold the block at a con- 
venient angle while mortar is ap- 
plied. One size takes the 12-inch 
block, another normally holds the 
eight-inch block and is fitted with 
wooden shims to handle six-inch 
block. 


Horizontal mortar-joint fixtures 
are made of two 1x1 inch steel 
angles, joined by metal spacers 
welded in place. The angles are 
spaced to the 3% inch thickness of 
glass block. A set of the fixtures 
consists of 11 pieces of varying 
lengths to provide continuous 4 
inch mortar beds for openings of 
various widths. 

The fixtures, according to Mr. 
Bortolotti, permit use of a relative- 
ly dry mortar mix. This, he said, 
makes it easier to fill every mortar 
joint completely without causing 
the mortar to sag or the block to 
“float.” Consequently, no time. is 
lost in resetting the block. 

Use of the jigs and fixtures have 
proved so successful that they are 
being made available to other con- 
tractors. 
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Special equipment and trained crews are employed by a 
Detroit concern which installs glass blocks exclusively. 


WITH vertical joints buttered, the block is removed from 

its jig and passed to masons doing the’ installation. After 

they are unpacked, blocks are coated with a soap solution 

to prevent spilled mortar from adhering to light-transmit- 
ting surfaces, thus saving cleaning time. 


NEXT, the horizontal mortar-joint fixture goes in place 

atop the first course of block. Vertical sides of the steel 

angles, joined by V-shaped spaces, form a bed into which 
mortar is poured. 





TROWELLING becomes a simple operation of leveling off the 

mortar bed with the use of the horizontal fixture. Angles 

of the fixture, at either edge of the block course, form 

dams fo contain mortar and permits use of a relatively 
dry mix. 


WITH a continuous mortar bed smoothly in place, the 

horizontal fixture is removed. The fixture, made in 11 

sizes, eliminates sagging and floating of the subsequent 

course and reduces mortar smears on the face of the 
block. 
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CARL D. BREHM, purchasing agent for the 
overall orgnization. 


PPORTUNITY FOR THE am- 

bitious young man anxious to 

enter the retail lumber business is 
greater today than ever before. 

That is the candid opinion of 
Hawley W. Wilbur, president, Wil- 
bur Lumber company, West Allis, 
Wis., who was educated industry- 
wise in the school of hard knocks 
after attending the University of 
Wisconsin. 

It takes a _ better-than-average 
dealer to come out of the school of 
hard knocks and make a name for 
himself in the industry. That is 
what Hawley Wilbur, a Master 
Merchant of the Light Construction 
Industry, did. His name is not only 
a familiar one to all Wisconsin 
dealers but to thousands of dealers 
across the country. 

As code authority for the retail 
lumber business in NRA days, as 
president of the Merchandising in- 
stitute of the National Retail 
Lumber Dealers association and as 
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EXECUTIVES of the Wilbur Lumber company 
are left to right: Charles Reuschlein, vice 
presicent; C. R. Wilbur, secretary; Hawley 
V/. Wilbur, president; George H. Wilbur, trea- 
surer, and Martin F. White assistant secretary. 


Package 


RUSSELL DE BRUINE, manager of the West 
Allis store, at the glass storage case. 


q MASTER MERCHANTS OF THE LIGHT 


CONSTRUCTION INDUSTRY 
One of the Nation's outstanding building produch re 
tailers is featured in each issue of this publication. The 
editors of American Lumberman & Building Products 
Merchandiser believe these articles will be @ source of 
sg business ideas and inspiration to “~ betes 
the indus top-flight merchants w jeo- 
+7 Fg bye + number of 
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Builds Repeat Business 


Master Merchant Hawley W. Wilbur is the director of an 
organization whose home planning service has built up 
repeat business, assurance of consumer satisfaction. 


a member of many NRLDA com- 
mittees, the name of Hawley Wil- 
bur has long held the justifiable 
respect of thousands of retail 
dealers. 


FOUNDED IN 1874 


THE lumber company which 
bears the Wilbur name was founded 
by Hawley Wilbur’s father, George 
H. Wilbur in Burlington, Wis. in 
1874. It was incorporated in 1884 as 
the Wilbur Lumber company, with 
a capital investment of $100,000. 
Today the net worth of the com- 
pany exceeds $1,000,000. 


In 1906 the company opened a 
millwork factory in Waukesha. This 
mill under the managership of E. 
A. Petry, now employs 85 hands. 
About 10 percent of the output 
goes to Wilbur company stores. 
Five traveling salesmen cover most 
of Wisconsin and northern Illinois 
selling the industrial and retail 
trade. 


In 1923 the company’s main yard 
and office moved from Milwaukee, 
where it was established in 1892, to 
West Allis. Here are located the 
executive offices and purchasing de- 
partment in addition-to a retail 
store and yard. 

Throughout this period the com- 
pany continued to expand. It has 
operated 20-odd yards at one time 
and today has 13. 

Annual retail sales of these yards 
approximately $3,000,000. The an- 
nual sales volume is broken down 
as follows: building material and 
millwork, 50 percent; lumber, 30 
percent; coal and fuel, 20 percent. 

Assisting Mr. Hawley in direct- 
ing the.organization are his two 
sons, Charles R. Wilbur, secretary, 
who joined the organization fol- 
lowing his graduation from the 
University in 1932, and George H. 
Wilbur, treasurer, who came to the 
company after his graduation from 
the same institution. Other officers 
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are Charles Reuschlein, vice presi- 
dent and assistant secretary and 
assistant treasurer, and Martin F. 
White, assistant secretary. 


TWO SONS ACTIVE 


EVERY officer is a working mem- 
ber of the organization. Charles 
Wilbur, for example, is general 
sales manager and advertising di- 
rector. His brother, George, takes 
charge of credits, collections and 
personnel work. 

The complete home planning and 
architectural service is in charge 
of Mr. White, who is starting his 
42nd year with the company. Mr. 
White is a licensed architect and 
at times he has had two draftsmen 
working with him. 


Although most of the 1,700-odd 
plans he has drawn for the Wilbur 
Lumber company have been resi- 
dential, a fair number have been 
for commercial buildings and 
heavier structures. It is home 
building, however, on which the 
company has concentrated its great- 
est attention. 

You will note that each adver- 
tisement is succinctly headed: 1. 


WILBUR Lumber company has always been famous for the quality of its architectural service. 
are two types of houses it built prior to the war. 
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EXECUTIVE offices and purchasing department 


for the Wilbur Lumber company’s line yards 


are located in West Allis, Wis. 


a ER ee 


Plan service; 2. Easy payment 
plan; 3. Building information. 
The company’s reputation as a 
reliable source for accurate build- 
ing information is indicated by 
the many inquiries, often anony- 
mous, that come in constantly. 
“How large a radio should I buy 
for this room?” “What weight 
can I place on this barn floor?” 


“These are samples of the wide 


variety of inquiries received. 


The problems of the customer go 
far beyond wood, points out Mr. 
White, and the dealer will gain in 
the long run if he will help the 


consumer get the answer to all his 


building problems. While the com- 
pany emphasizes service, it also 
believes in giving the customer the 
facts. Today this applies par- 
ticularly to advice on whether to 
build or wait. Each builder’s prob- 
lems require special consideration 
and the Wilbur company through 


now works wholly through contractors. 


A third is shown on the cover. 


Mr. White and other key men in 
the organization are prepared to 
advance their competent opinion to 
help solve these problems. 


LARGE REPEAT BUSINESS 
COMPLETE building informa- 
tion and advice based on facts is 
one reason why the company has 
done such a large repeat business 
in residential building through the 
years. For example, it has de- 
signed two homes for one family 
and one house for each of three 

children in the same family. 


In addition to a full library of 
stock plan books, the company, as 
indicated, has the advantage of an 
expert, licensed architect in Mr. 
White. The service goes far be- 
yond actual plan selection or modi- 
fication. It includes completion of 
forms, arrangement of financing 
and advice in the selection of a 
contractor. 

Eighty-four major questions are 


Here 
The company 








listed on the data sheet which is 
used in the preparation of plans. 

The company’s architectural serv- 
ice, including plans and_speci- 
fications, is offered at a standard 
rate of five percent of the cost of 
the proposed building. However, 
if the contractor involved places his 
business for the job with the 
Wilbur organization one-half of 


the cost of preparing plans is* 


waived. Prior to the war Wilbur, 
in co-operation with a building 
company, erected some 550 houses. 
Wilbur Lumber company now works 
wholly through contractors. Many 
of the requests for plans are re- 
ceived through the Wilbur line 
yard offices. 


Thus, the Wilbur Lumber com- 
pany’s slogan, Where Your Home 
Begins, is based on solid experience, 
not promises. 


Under the company’s Easy Pay- 
ment plan, customers are allowed 
more time to pay than the 30 days 
provided by its regular open ac- 
count terms. Installment credit is 
provided at ordinary interest rates. 
This can be repaid in monthly in- 
stallments. Three form collection 


INTERIOR of the retail store at West Allis, where 50 percent of the volume is cash business. 
Floor sanders are used to help build store traffic. 


letters have been prepared for de- 
linquents by George H. Wilbur. 


CONSUMER TRADE HEAVY 

APPROXIMATELY 70 percent 
of the company’s business is con- 
sumer trade. Not more than 20 
percent goes to contractors and 
operative builders and about 10 per- 
cent to industrial and commercial 
firms. Modst of the yards do a large 
farm trade. 

Several new lines have recently 
been added to the West Allis store. 
Builders’ hardware and floor sand- 
ers for rental are two reasons, 
Wilbur company officials believe, for 
the upsurge in floor traffic. Cash 
sales at the West Allis store run 
about 50 percent. The average for 
the 13 yards is 30 percent. 


Designation of authority to re-- 


sponsible key men, who are allowed 


RALPH BARBER, left, manager of the Silver 

Lake yard. Below is the exterior of the thriv- 

ing retail store operated by the company in 

Silver Lake, Wis. This store serves as a 

building and remodeling headquarters for 
a sizeable area. 


to make their own decisions within 
bounds, has developed the Wilbur 
Lumber company into a strong or- 
ganization. Yard managers are 
allowed considerable authority. 
They are encouraged, for instance, 
to develop advertising copy suitable 
to their own area. Two yards now 
prepare their own copy, although 
most of the yards follow the policy 
of submitting suggested items 
weekly to the West Allis office 
where Charles Wilbur writes the 
copy and prepares the layout. 
White space and small cuts are 
used to attract attention. All ads 
feature price. Direct mail is used 
effectively by several yards. The 
advertising budget runs approxi- 
mately 1% percent. 

Wilbur yard managers work on 
a salary and percentage of profits 
basis. The factory and several of 
the yards are unionized. Overall 
personnel totals about 200. 


PRACTICAL TRAINING 


KNOWN as Uniform Methods, a 
27-page guide has been prepared for 
the use of all yard managers. It 
covers all the important subjects 
with which a yard manager is ex- 
pected to be familiar. This book 
has run through three editions. In 
addition, the company has spon- 


-, gored schools for its managers, as- 


sistant managers and office person- 
nel. All personnel closely connected 
with selling phases of the business 
are graduates of the tested selling 
methods school. 

A strong believer in adequate 
educational preparation for the 
retail lumber business, Hawley 
Wilbur is sending some of his own 
men to short courses at the Uni- 
versity of Wisconsin and Univer- 
sity of Illinois. The national 
handbook prepared under Wilbur 
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GRAVITY rollers are used, as shown in this 
picture, to unload a car of lumber at the 
West Allis yard. 


company auspices is used in the 
30-day courses sponsored’ by 
NRLDA. 

Hawley Wilbur has been as ac- 
tive outside his business as he has 
in his own office. He was mayor 
in his home city of Waukesha in 
1910-12. He served as president 
of the Wisconsin Retail Lumber- 
men’s association in 1925-26. 










WILBUR 
SPECIALS  -»ti: mmm 


© Plan Service 
© Easy Payment Plan 





[zele 
a 


WHY © a7/s 
THIS SUMMER 


INSULATE NOW 


Balsam Wool 
Double Sealed 
Blanket Insulation 
Standard Thickness 
Per 100 Sq. Ft. $5.90 





Flintkote Insulating Wool 
1 in. Thickness 
Per 100 Sq. Ft. $4.50 


Medium Thickness 
Per 100 Sq. Ft. $5.70 


Full Thick 
Per 100 Sq. Ft. $7.90 








WILBUR YARDS 


Below is a list of the yards 
currently operated by the Wil- 
bur Lumber Co., the name of 
the manager and the year he 
became a Wilbur employe. 
Note the large number of em- 
ployes who have been with the 

‘ company for several years. 

Burlington, Wis., Walter S. 
Keebler, 1905 

Cook, Ind., Herold W. Weiss, 
1935 

Dixon, Ill., Carl Hasselberg, 
1942 

Grayslake, Ill, Everett W. 
Hook, 1919 

Lanark, Ill., Cal Cheek, 1939 

Lowell, Ind., Albert J. Moxell, 





1904 

Marshall, Wis., Al E. Schiek, 
1904 

Schneider, Ind., F. W. Klemm, 
1942 

Silver Lake Wis., Ralph Bar- 
ber, 1916 

Waterford, Wis., Fred Shol- 
tis, 1939 
wae Wis., R. C. Quade, 


Waukesha, Wis. Adolph 
Schessler, 1945 

West Allis, Wis., Russel De 
Bruine, 1920 










MIKOLITE— 


The Free Pouring 
Vermiculite Insulation 
Large Bag $1.35 





WALLBOARD 





4x8 3/16 in. Upson Board 
Sq. Ft. 6c 


4x12 % in. Tile Board 
Sq. Ft. Ile 
For Bath or Kitchen 


4x8 3/16 in. Stonewall 
- Board—Fine for 
Milk House, Shower, etc. 
Sq. Ft. 9¥c 











Rent Our 


Floor Sander 


Easy to Use 
Only $3.50 Per Day 


See Us for All Your 
Lumber Requirements. 








For Extra Good Buys 
We Recommend 
Kiln Dried 
1x5 End Matched 
Yellow Pine 
Flooring and Sheathing 
2x4—8 Ft. Dry Yellow Pine 





Sherwin-Williams 
Outside Gloss White 
$5.49 Gal. 





—_ 


Mautz Outside White 
$5.40 Gal. 


Mautz 
Black Screen Enamel 
$1.15 Qt. 





Mautz Interior 
Paints and Varnishes — 
For Every Purpose 


RS ee LT 
MILLWORK 


Now in Stock 


Raynor Wood Overhead 
Garage Doors 
Complete $71.00 


Strand Steel Overhead 
$65.00 


Completely Recessed Door 
Medicine Cabinets 


As Low as $8.95 


Interior and Exterior Doors 
Window Units 
Frames, Weatherstrip 





MULE-HIDE 
THICK BUTTS 
The Best Roofing 


For Your Home-- 


Extra Heavy—220 Lb: 
Reinforced Butt 
Corrugated Surface 
That Adds Years to the 
Shingles’. Life-and Gives 
Perfect Water Drainage 


Choice of Beautiful Colors 
Ist Quality _ 
Per 33 1/3 Sq. Fi. Bundle 


$2.29 





Roll Roofing 


Mule Hide ~ 
90 Lb. Extra Heavy 
Slate Surfaced Roofing 
Includes Nails ‘and Cement. 
Covers 100 Sq. Ft. 
Choice of Colors 
“Per Roll $3.35 





~ §5 Lb. Mule Hide 
1st Quality Smooth Roofing. 
Includes Nails and Cement 
Covers 100 Sq. Ft. 
Per Roll $2.85. 





Aluminum 
Roofing 





1% in. Corrugated 
No Rusting: 

No Painting 
Cooler in Summer 
26 in. x @ ft. Sheet $1.48 
26 in. x 8 ft. Sheet $1.97 
26 in. x 10 ft. Shevt $2.46 
26 in. x 12 ft. Sheet $2.95 





WE ARE NOW TAKING COAL FILL UP ORDERS 








100 Madison St. 


Lumbes 


Wi L R U R Compunt 


DIAL 
3334 
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space are used effectively. 


ALTHOUGH direct mail is used effectively by several of the yards, Wilbur Lumber company 
depends largely on newspaper advertising to reach the consumer. Small cuts and white 
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Guild Extra Profite 
With a Better Sales Organization 








i 


IN A SERIES OF MANAGEMENT 
ARTICLES FOR EXECUTIVE 
PERSONNEL OF RETAIL BUILD- 
ING PRODUCTS COMPANIES 








HAT MAKES better man- 
power, better salesmanagers, 
and better salesmen? 

It is quite simple. A _ keener, 
deeper, wiser understanding of his 
job on the part of the salesmanager 
primarily, and then on the part of 
the salesmen. 

Knowledge, and an understand- 
ing of how to use knowledge, more 
importantly, is power. More than 
any time in history, in the history 
of sales management a salesman- 
ager must know the answers. 

If a salesmanager makes it his 
goal to build the best sales force 
in the field, it will help him insure 
his leadership in his market. 

What are some of the steps we 
can take to improve our methods 
of picking the right men? Suppose 
an applicant walks in and says, “I’d 
like a job with your company.” 
The success of your salesman se- 
lection plan will depend upon the 
reliability with which it rates that 
applicant according to a four point 
classification. 


Every applicant belongs in one 
of four categories. Either he is (1) 
a man who cannot sell and, there- 
fore, unqualified, or (2) he can per- 
suade people to buy your merchan- 
dise, but for one reason or another, 
he is no good as an employee, or 


(3) he is the one who cannot only” 


persuade people to buy your line, 
but also is a good employee, and 
(4) is a salesman who has possi- 
bilities for the most difficult as- 
signment you can hand him, and 
thus has possibilities of promotion. 

The “selection problem” arises 
when you look at an individual and 
you are faced with the job of 
placing him into one of these four 
classifications. Too many wrong 
decisions can lead to complete fail- 
ure to obtain anything like an ade- 
quate sales force. The right deci- 
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sion, however, will lead to profits 
and honors for all involved. 


The problem which confronts 
anyone who sets out to develop a 
better selection method results 
from the fact that reliable appraisal 
of human beings is a difficult mat- 
ter, because human personality is 
tough to analyze. 


Man’s personality in the abso- 
lute meaning of the term is highly 
complex. Human personality con- 
sists, not of a few, but of dozens 
or possibly hundreds of qualities, 
traits, characteristics, tendencies, 
and abilities. In the broadest sense 
of the term, a salesman’s person- 
ality consists of the sum total of 
all of the mental and physical and 
emotional characteristics that go 
to make up a human being. 


Suppose you were to size up a 
stranger and say, “Oh, this fellow 
can analyze problems, he is the 
right age, and he has a sense of 
humor. I’d like to hire him.” 

If you were to hire a man on 
the basis of those three qualities, 
you might be taking a very serious 
risk because there are other -fac- 
tors that should be considered, such 
as honesty, loyalty, intelligence, 
and so forth. When you over-sim- 
plify, you increase the chance of 
error, and you don’t build a per- 
manently effective sales force by 
making repeated errors. 

In consequence, there are certain 
fundamentals which a _ salesman- 
ager must employ when he sets up 
a formal salesman selection method. 

First, the salesmanager should 
be aware of all of the traits asso- 
ciated with success on a salesman’s 
job. He can best do this by analyz- 
ing the qualifications possessed in 
common by his best men. 

Second, the particular selection 
plan employed must include some 


reliable means of detecting those 
success qualities. 

For example, suppose you want a 
plugger-type salesman. You have 
to have something in your pro- 
cedure or other elements of your 
selection plan whereby you will de- 
termine that man’s capacity for 
persistence, loyalty, maturity, and 
other things; factors that have a 
bearing on the ability to plug along. 
Otherwise, if you want a plugger- 
type salesman, and don’t have spots 
in your salesmen selection devices 
to tap that, you will be groping in 
the dark. 

Third, your salesman selection 
plan must include some means 
whereby you can measure and com- 
pare the amounts of each quality 
which two or more qualified men 
possess in common, so that if you 
have two or three men qualified, 
you can pick the man who is best 
suited for your particular job. 

So you should keep these three 
points in mind as a yardstick when 
you build a plan, or buy a plan, or 
overhaul your existing plans. 

Let’s look at some of the so- 
called practical aspects. Some sales- 
managers keep a qualification re- 
minder on their desks when inter- 
viewing applicants. 

The qualifications listed on 4 
typical reminder may interest you: 

1. Strong desire to be a sales- 
man 
. Natural ability and aptitude 
for selling 
. Personality acceptable to the 
trade 
. Successful sales experience 
in selling the particular type 
of accounts 
Merchandising experience 
. Dependability 
. Collecting experience 
. Intelligence 
. Loyalty 
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10. Aggressiveness 
11. “Thick skin” 
stability 

12. Health 

Eight or nine of these qualifica- 
tions apply to practically any sales 
organization. Of course, this par- 
ticular list and the exact amounts 
of each one of these twelve quali- 
ties are synonymous to success on 
the job. They are peculiar to the 
particular company. 

Whatever the sales organization, 
the job requirements dictate the 
salesmen qualifications. So make a 
job analysis, observe and analyze 
your best men, and you will come 
up with a yard stick for measuring 
the qualifications that you desire 
in your salesmen if they are to be 
successful. When you do this, you 
may be setting your sights higher 
than pre-war, but that is one sure 
way of building that better sales 
organization that you are going to 
need in the future. 

Now we come to an application 
blank. 

The front cover of an application 
blank should be designed to create 
a good impression on applicants. 
It should illustrate the possibility 
of combining a brief presentation 
of the opportunities in the job with 
the more conventional data cus- 
tomarily requested. The time to 
start motivating a salesman is not 
after he gets on the payroll, but 
during his very first contact with 
a company. So put a little selling 
in your application blank. 

On the inside, the application 
blank should call for data which 
can throw light on the applicant’s 
achievements, motivation, ability 
to persuade others, ability to make 
friends, and his degree of self re- 
liance—factors affecting his basic 
qualifications. 

It should also be remembered 
that application blanks should be 
tailor-made to the particular re- 
quirements of the individual sales 
force. 

One reliable interviewing tech- 
nique is to go over a man’s entire 
background. Give attention to (1) 
his previous expérience (2) his per- 
sonal and home life, (3) his edu- 
cational background and (4) his 
work record. 

Out of a thorough review of 
these four areas of a man’s life 
come reliable conclusions respecting 
his motivations, ambitions, his 
Strong and weak points of person- 
ality, character traits and his work 
habits, 

It is unwise, in appraising a 
Prospective salesman, to jump to a 
Conclusion on the basis of one hap- 
Pening in a man’s life, but when 


or emotional 
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you find certain attitudes, traits 
and experiences repeated over and 
over again through a man’s éhtire 
background then you are fairly 
justified in coming to a definite con- 
clusion. 

Here are four suggestions for 


better interviewing: 


1. Don’t neglect any one of the 
four big areas of a man’s 
background. 

2. Don’t over-rate experience. 
It can be good or bad, depend- 
ing on the man. You are not 
hiring yesterday’s perform- 
ance—you,are trying to hire 
superior achievement for to- 
morrow. 

3. During the interview ration 
your words. The applicant is 
the only one who can tell you 
anything about himself. So, 
let him do most of the talk- 
ing. 

4. After you have seen him, 
don’t depend upon your mem- 
ory, which may grow cold. 

The need for something better 
than memory of the impression a 
man makes during an interview re- 
quires a carefully devised interview 
form. Although interviewers as a 
rule need special training in the 
use of interview blanks, the result 
is a greater degree of care in selec- 
tion when they are used. Also the 
interviewer carries an important 
share of the final responsibility in 
the decision to hire or reject a sales- 
man, which is important. 

While there may be some truth 
to the statement that a good sales 
organization starts with the sales- 
man, this is misleading. It would 
be much more accurate to say that 
a good sales organization starts 
with the man who picks the sales- 
men. To pick star salesmen, use 
star interviewers. Consider, for 
instance, the qualifications of an 
interviewer! 

1. He should know the sales- 
man’s job as it exists today. 
That rules out the vice-presi- 
dent who was on the firing 
line 25 years ago but hasn’t 
intimate contact with current 
conditions. To know the job 
as it exists today requires ex- 
perience and research. 

2. A good interviewer should 
lack preconceived notions. De- 
spite the tendency to consider 
ourselves impartial, actually 
Wwe are prone to permit our 
ideas, prejudices, notions, 
stereotyped thinking to seri- 
ously distort our judgment: * 

For instance, there is one 
manager who says, “I want to 
hire tall men; won’t hire 
short fellows. Tall men domi- 





nate the customer and they 
make more sales.”” But can he 
prove it? 

3. The interviewer should be 
emotionally stable. He is not 
a good interviewer if he re- 
acts too strongly to the ap- 
plicant. 

4. He should possess _intelli- 
gence, superior to the intel- 
ligence requirements of the 
salesman’s job. 

5. He must be interested in the 
work of interviewing. If he 
isn’t, he won’t take the time 
nor follow sound procedures. 

6. He should receive _ special 
training in the techniques of 
human appraisal. 

While well-planned interviewing 
has: an important spot in every 
salesman selection plan, it has its 
limitations. Interviews should be 
backed up by at least one or two 
appropriate selection devices. For 
instance, you can check up on the 
applicant’s statements through the 
use of an investigating concern. 
Visit his former employers, talk to 
his former associates, or telephone 
the fellow’s last boss. You can also 
use weighted application blanks as 
a screening out device, and aptitude 
tests to detect the measure of in- 
tangible qualities. 

A good salesman selection plan 
consists of five elements: (1) a 
special application blank; (2) a 
planned interview procedure, which 
seeks 12 qualifications; (3) an in- 
terview summary blank, which is 
also called a Size Up Blank; (4) 
investigation by professional out- 
side agency; and (5) the use of a 
standard battery of aptitude tests 
interpreted by an outside agency. 

Manifestly, no single one of these 
steps is as good as all together. 

This outline leads to the conclu- 
sion that it takes time to get good 
men. It does! It takes from two 
to eight hours or more per man, 
providing, of course, a man’s quali- 
fications hold up throughout the 
process. 

The fact is, the more time you 
spend in selecting your people, the 
more care, the closer you approach 
a judicious objective review of an 
appraisal of your people, the fewer 
your mistakes, and ‘therefore, the 
less your chances of turnover. Thus, 
in the long run, you are saving 
time. : 

In summarizing the various im- 
pressions, reports and interviews, 
some kind of a box score is helpful. 

There should be a column marked, 
“Sources of Information” to pro- 
vide a convenient means for listing 
data which will throw light on ‘the 
(Continued on Page 83) 
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OTTO LIEBER, JR., president, Lieber Lumber 
company, Neenah, Wis. 


Aduertising WITH A PURPOSE 


The Lieber Lumber company, Neenah, Wis. has developed a 
strong newspaper advertising program that is showing results. 


EFORE the war, Lieber Lum- 
ber company, Neenah, Wis., 
had three salesmen out on a full- 
time basis. The war reduced per- 
sonnel as well as available mate- 
rials. It was about this time that 


Otto Lieber Jr., president of the 
company, began a long-range study 
of his advertising program. 

He began by contracting 20 
inches per week in the Appleton 
Post Crescent, a daily that circu- 





LIEBER’S CAN NOW FILL ALL 
YOUR NEEDS WITH DRY 





Bricks and 
Cement Blocks 









eeeee 


ALUMINUM PAINT ......... 









SPAR VARNISH, Qt. 1.35 ............ 
KLEANKOTE .. Gel. 4.35 KOVERWALL . 


a 


Large Stocks... 
Ready to Use... 


Ne need te postpone your building eny longer. 
Lieber’s con now fill ell your needs with 


Na 
yaa || top quolity dry ember end other building me- | 
terials. Moke Licber’s your building heed- 


Py eeeesecce Qt. 1.25 — PLENTY OF BRUSHES 


quacity HOUSE PAINT 4°: .. 










_ — 















FIR 
PLYWOOD 


48x96" -%4" Thick. Ideol for 
one sheet will 

moke 9 ordinary cupboard 

cutting cost per door .to $1. 60 





. Gel. 3.35 
48x96", Ye" Thick 35c sq. ft. 
48"x84", %" Thick 30c sq. ft. 


ODDS AND ENDS SALE 


Various pieces of plywood in 





| 


\ROOFING 
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gum, birch, oak, yellow pine and 
other woods, values up to 25¢ per 
foot now 








lates throughout the territory in 
which Lieber’s four yards are | 
cated. He has now expanded hi 
newspaper space to a minimum df 
60 inches per week and frequent 
ly takes 80 to 100 inches in a single 
issue. 


Mr. Lieber writes his own copy 
setting aside half a day per wee 
for this job. The newspaper help 
with the layout of cuts and copy 
Although he does use some mat 
and cuts made available from mal 
ufacturers, Mr. Lieber insists 0 
writing the advertising text him 
self. 

WRITES OWN ADS 


“I LIKE to write the ads so tha 
the customer will fee] that Lieber! 
talking and not anyone else.” 


This same idea extends to a hal! 
hour radio program that the com 
pany started in June. Although thi 
program is intended primarily {0 
entertainment and as a good wi 
builder, the script which is writt# 
by Mr. Lieber, ties in definitel 
with the firm’s newspaper adve 
tising. 

For example, the script may poi! 
out the advantages of insulatio 
that Lieber has all the materi 
necessary for the construction ¢ 
silos or a supply of steel fencill 
Prices are rarely quoted over th 


November 8, 1947, AMERICAN LUMBERMAN 4 








% 
(4’ 





\ Mizz! —— Bell F 


LIEE 
100 
illus 


Bui 




























ry il 
re | 
d his 
im ol 
juent 
singlg 


copy 
week 
help 
Copy, 
mat 


ts ol 
him 


) tha 
ber 








iy fo 
1 wil 














air. The program is built around a 
popular orchestra that plays 
waltzes and polkas that go over 
nicely with the farmers. 


Lieber’s newspaper advertising, 
on the other hand, does emphasize 
price, but rarely trade names. 


As the result of this expanded 
advertising program, Lieber’s has 
done an increasing telephone and 
over-the-counter business. 

“We do a nice volume,” explained 
Mr. Lieber, “because we have had 
the courage to buy in the face of 
high prices. We believe in pricing 
our merchandise—let the people 
know we are not ashamed of our 
prices and that we think they are 
fair.” 


ASH ON OUTSIDE 
PLAY ITEMS 


PLAY PENS... ‘72 $9.95 
GYM SETS . 8 $24.95 
Table ’ ’n Benches ... sicss $13.95 
Fer the Tiny Folk $6.95 


j Window Frames 
Reduced 


We have reduced the price on our 
yellow pine window frames 10%. 
These frames include balances, 
weatherstripping-and are rot proof- 
ed. Ideal for homes or summer cot- 
































tages. 
—— 10.35 
Hard-To-Get Steel Items 
Steel Coal Doors Fireplace Dampers 
Medicine Cabinets Heatilators 
Metal Leth Cleanout Doors 
Metal Corner Bead Ash Dum 


ps 
Rural Mail Boxes 
Finials — Ridge Roll Steel Fence Posts 
Metal Siding Corners Barbed Wire 








SEE LIEBER’S FIRST FOR: 


* LUMBER * MILLWORK 
* INSULATION * NAILS 

* ROOFING * HARDWARE 
* FLOORING * TIMBERS 
* LONG JOISTS * PAINT 























* BRICKS * CEMENT 
BLOCKS * PLASTER 


* WINDOW-DOOR FRAMES 










Any Many Other Items 












Redecorate <2-= 
Your Home 


with Lieber’s Quality 
Paints and Varnish 








Need Flooring? 


Clear Yellow Pine Flooring, Kiln dried 
23", 3)° and 43” widths. Beautiful 
grained, end matched to fit together 
tightly. Ideal for any room in the 
house. Can also be used for porch 











SPAR VARNISH 
Qt. 1.35 Gal. 4.50 


PAINT BRUSHES 


quarter rou 





DUTCH BOY ......... flooring. Now in Stock for Immediate 
WONDERKOTE ....... Delivery. Order Now. First Come First 
KLEAN-KOTE ........ . 4. _— 

KOVERWALL ........ 

0 ee 

— MOULDINGS 
PAINT .. Gol, 4.95 If your home has been held up on ac- 


count of mouldings, stop in at Lieber’s, 
We can help you out with base, casing, 


might need, 


nds and most any item ybu 
all cléar. pine. 











UNPAINTED 
& FURNITURE 
tH im Reduced up to 25% 
Bookcases ...... $8.43 up 


Gym Set 


Thig streamlined gym set will keep 
the kids close to home! Sturdily con- 
structed of 2-inch pipe, Attractively 


finished in red and gregn enamel 


easily assembled, They'll love the two- 


chair swings and trapeze bar. 


$29.50 


with Ladder 34.50 


i vay 





of clear pine. Add color to 
your yard by painting 
them any color you desire. 










tage. 








Chest Drawers ... 


Inexpensive, can be painted or stained. 
Finest quality, excellent workmanship, 
A good item for home or summer cot- 


18.75 






















Picnic Tables 


Sturdily made of clear fir, 
these tables will withstand 
sun and rain. Attached bench- 





per 


Roof 











5.95 


Ceme 





ee aa 
uly ROOFING 


pes dit 
Thickbutt Shingles 210 Ib. 


Slatekote Red or Green 
oe eee $3.25 


Heavy & Extra Heavy 
Weegee BFOED 2c cccccces $2.50 


Roll"— Valley — Nails — Plastic 


Paper 36” to 72” widths. 


LIEBER’S 






BE ccccvcccvccccccces $7.50 


th Roll Roofing, Medium 


Coatings — Metal Ridge 
nts — Coverdri & Sisalkraft 





SPECIAL! 





BEAUTIFUL 


KNOTTY PINE 





KITCHEN UNIVERSAL 

Ventilating FANS ||Fence Stretcher 
‘ Time, Labor and 

44.50 Shane hen 
; It’s everyth k 
Fir Plywood for everthing yu Tighten 
% in., Ya in., Y% in. || a mile of any woven or barb 
(4'x8’)., Ideal for cup- wire fence quickly and eas- 
board doors, etc. - 4 pa removing a sin- 











SPECIAL 


First Quality Red 


BARN 
PAINT 


5 Gal Lots Got. LOD 








LIEBER’S newspaper ads run from 60 to 


100 inches. 


Cuts are used generously to 
illustrate copy. Price is always featured. 
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Now back at Liebers, kiln dried 
knotty pine. Solid carload just un- 
loading. Makes a beautiful room in 
home or summer cottage. GRDER 
NOW WHILE STOCK IS AVAIL- 
ABLE. 


PRICE: 


17% foot 


Long Joists 
and Timbers 


We now have long joists up to 28 
feet. Timbers in all sizes from 4x4 
to 8x8 in fir. Also a large stock of 


uses. 





LIEBER’S@ 


$5.75 ri. 






319 W. Franklin St., Ph. 109 133 Loke 
pine for barn boards. shelving, roof |} » oke &.. Oh. tame 
boatds, sub floors and many other 


Was 398.50 
Now 


345. 


BERRY ALUMINUM 
Overhead Doors 
Were 65.00 — Reduced to 

Require no painting, they Jast 
indefinitely without surface 5g50 
— Single or double 





STURDI FAB GARAGES 
or SUMMER COTTAGE 












| 
There's a Lieber Lumber and Building Material Store | 
in Your Neighborhood || 


APPLETON NEENAH 


NEW LONDON 
Phone 45 


KAUKAUNA 
Phone 28 


RED BARN PAINT 


$2.25 sal. 


mer’s Special! 
BARBED WIRE 


FIRST QUALITY 


5. gal. lots 

















Selling in the Building Products Store 


S. Lamar Forrest, president, Forrest Lumber company, 
Lubbock, Tex., discusses four vital steps in the art of 


merchandising—public relations, advertising, display 
and personnel selling—in his speech at the first annual 


ELLING IS ONE of the high- 
est callings in the business 
field and one of the most important. 

The most important sale is the 
one to the user. The whole of our 
commercial and industrial structure 
depends on it. Regardless of the 
effort put on sales before this point, 
the flow is soon stopped, if the 
movement bogs down at the con- 
sumer level. 

Our organization is constantly 
studying this matter of selling. It 
is the regulator that governs all 
other phases of our business. Our 
ability to sell controls our ability 
to expand and grow. It controls 
our ability to make money, to ren- 
der the right kind of service. In 
fact, it is one function of our busi- 
ness that puts a ceiling on our 
achievements. 

For the purpose of this discus- 
sion, I will divide selling into four 
steps: public relations, advertising, 
display and personal selling. 


PUBLIC RELATIONS 


PUBLIC relations has a vital 
bearing on our business, especially 
on selling. The old public be 
damned attitude on the part of 
business and industry helped to 
bring on the period of business 
persecution during the Thirties. 


The Securities and Exchange act 
is a result of market rigging and 
dishonest practices by those who 
forgot their obligations to the pub- 
lic. Other punitive legislation to- 
ward business was brought about 
by abuses perpetrated by those in 
position to take advantage of their 
fellow man. 

I think we are extremely for- 
tunate in this country that the 
American consumer (our customer) 
is still the boss. He will take a 
lot, but there is an end to his 
patience. He finds ways of ex- 


pressing his protests in a forceful 
manner when he has had enough. 





82 








convention of the Oklahoma Lumbermen’s association. 





I am tremendously concerned 
about what some of the unjustifi- 
able prices we are charging for 
some items in the building field are 
going to do to our public relations. 
The American Public, as a whole, 
believes in the profit system. They 
believe, however, that it should be 
used fairly and honestly. They do 
not condone hi-jacking in the name 
of profits. They believe that some- 
how the materials necessary for 
their homes should be brought to 
them with only reasonable mark- 
ups. 

I wonder how long they are go- 
ing to stand for certain materials 
—plywood and some items of lum- 
ber and steel, for example—going 
through secondary sources and 
coming to them with unconscion- 
able markups over the manufac- 
turer’s cost. I believe that a lot 
of manufacturers, especially of 
lumber, who today are taking ad- 
vantage of a scarcity—a seller’s 
market—to get unreasonable prices, 
are in for a real awakening. 


As dealers, we can’t completely 
stop this practice, but we can work 
diligently at minimizing it. This 
is our obligation to our customers 
and to the free enterprise system 
under which we are privileged to 
live and do business. 

We could be closer to trouble 
than we realize. Every $100 added 
to the cost of a home, prices an 
additional segment of our popula- 
tion out of the market. If these 
costs continue to rise, the demand 
will intensify for government sub- 
sidized housing. This demand is 
now supported by important and 
influential members of Congress. 

Then, too, a buyers’ strike, which 
has been postponed by a rising in- 
come, is still a definite threat. By 
unjustifiable prices our industry is 
asking for reinstatement of con- 
trols. This is the worst form of 
public relations. We, as distribu- 





tors and builders, can’t escape our 
responsibility to do all in our power 
to eorrect this dangerous situation. 

It behooves us, not only as busi- 
ness men but as an industry to 
build good public relations. There 
is no better way to do this than to 
apply the Golden Rule in all our 
dealings. 

ADVERTISING 


HOW are people going to know 
what you have to offer unless you 
tell them? You have a lot of items 
that people need and want to know 
about. Advertising is a part of 
selling that has often been neg- 
lected in our business. 


Advertising often brings in plus 
business. At the same time, it 
keeps your firm before the people 
in your trade territory. It causes 
them to think of you when they 
need items that they know you 
handle. 

Your best advertising channels 
must be determined locally. The 
cost of coverage must be consid- 
ered. It is important to be sure 
the vehicle you use touches the 
group you want to reach. You can- 
not be unmindful of what your 
competition is doing. 

Our experience indicates that the 
newspaper, in most cases, offers the 
best medium. We also use direct 
mail, radio, displays at fairs, spe- 
cial gift advertising to good cus- 
tomers and good prospects. Bill- 
boards have some merit in keeping 
your name before certain groups of 
your customers. 

Remember, you seldom make the 
sale until you get the prospect into 
the store. Advertising, judiciously 
done, brings them in. 

No one can tell you how much 
money you should spend on adver- 
tising. You have to work that out 
for yourself. We put our adver- 
tising on a percentage of sales. We 
use as a basis two percent, includ- 
ing salaries of the advertising de 
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partment. Some use considerably 
less, others more. 

This amount, which we set aside 
each month and charge into ex- 
pense, must be flexible. The per- 
centage may have to be raised when 
business becomes harder to get. 
Possibly it could be lessened now, 
but we have decided that this is a 
good time to build goodwill. We are 
now pushing institutional advertis- 
ing. 

DISPLAY 

DISPLAY is a feature that until 
recent years has been neglected by 
a lot of dealers. Lately, we are 
becoming more display conscious. 
A survey in 1945 showed that 70 
percent of the dealers intended to 
modernize their stores. A lot of 
this is now going on. Our firm is 
building new stores at two loca- 
tions. 

Much of the effect of your adver- 
tising is lost if your merchandise 
is not properly displayed. It takes 
more time to wait on a customer 
with inadequate displays. 

The woman is a vital factor in 
our market. It is estimated that 
she directs 75 to 80 percent of the 
spending in our line. They like 
to trade in a neat, well-arranged 
place. They don’t like to crawl over 
some sacks of mortar color to see a 
wire gate they need. Main street 
caters to their likes and dislikes. A 
lot of our merchandise is sold on 
Main street. If we hold our own, 
we must make them like to come to 
our place. Proper display brings 
store traffic. As a rule, we must 
have store traffic to succeed. 

The parade of the modern build- 
ing material store is on. We must 
join it or be left behind. We have 
more soundly capitalized firms in 
the lumber and building material 
field than in any other I know. Our 
rate of mortality is the best. 

What dealer among you has not 
seen his sales jump on some item to 
which he gave prominent display 
space? We can no longer afiord 
the cost of an old fashioned store 
with antiquated displays. 


PERSONAL SELLING 


WE NOW come to the point on 
which depends the future of more 
business than possibly any other 
phase of merchandising—personal 
Selling. There is no higher calling 
in the business field than that of 
the salesman. . 

If he is the right kind of a sales- 
man, he is a credit to his firm and 
himself and an asset to’ his cus- 
tomer. He creates a market for his 
firm and their suppliers. 

Any firm that neglects its per- 
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sonal selling is partially wasting its 
advertising money and the cost of 
its display. It certainly is not 
helping public relations. A good, 
well-trained sales force is possibly 
your greatest single asset. They 
can either make the sale or lose it. 
They can send the customer away 
happy or to your competitor. 

In recent years, I have been do- 
ing a little research of my own. 
My wife frequently asked me to go 
shopping with her. For a long 
time I generally refused. But, dur- 
ing the war she often mentioned 
how she was treated, good, bad and 
indifferent—at the various stores. 
I decided I’d go along. Perhaps I 
could learn something. 

Believe me, I did! 
there were some stores where 
courteous, friendly and _ helpful 
service was still the rule. We also 


Of course 


went to other stores where insult 
was added to injury. The clerks 
made you feel that it was a rare 
privilege to condescend to wait on 
you; they delighted in saying they 
were out of the item you requested 
and in intimating that nobody but 
a complete idiot would expect to 
get an item like that with a war on. 

All of remember some of these 
types we met during this period of 
almost total eclipse of salesman- 
ship. Those days are now history. 
No longer can men of this type ex- 
pect to stay in any organization. 
We are, however, as an industry, 
faced with the task and responsi- 
bility of training a new staff of 
salesmen. 

Every organization needs. to 
carry on a training program. We 
should furnish our men with the 
best aids available. 





Build Extra Profits with a Better 
Sales Organization 


(Continued from Page 79) 


man’s qualifications — interviews, 
medical examination, aptitude tests, 


_ telephone checkup, and so on. 


There should be another column 
headed, “Outstanding; Favorable; 
Borderline.” Here you may check 
off the rating given by that particu- 
lar source. In that way, you can 
quickly summarize all the mass of 


_papers and impressions that have 


been obtained on the man. You 
then come down to “Yes”; “No”; 
or “Maybe.” 

By way of a final reminder, every 
man you’ve fired looked good when 
hired. . 

To get a better man, use a better 
plan. 

No matter how wisely you choose 
your men, remember they need 
further attention if they are going 
to measure up—if you are going 
to attain your objective of the best 
force possible. 

So, let’s consider that for a mo- 
ment. 

You can be the head of the best 
sales organization in your competi- 
tive field simply by following these 
steps: 

Step Number 1 in the building of 
a modern sales organization is 
selection. Each man you hire will 
add strength to your business. 

Step Number 2 is a form of 
realistic training for both your new 
men and your old men, and “realis- 
tic training” means training in the 
arts and procedures that lead to 


more orders and more difficult 
orders. 

Step Number 3 has to do with 
your existing organization. How 
good is it? How many of those 
men are going to be running your 
business five years from now? And 
how many will no longer be with 
you? 

Appraisal of your existing or- 
ganization by means of a formal, 
objective arrangement, and peri- 
odically repeated, will do a great 
deal in helping you to consistently 
build higher and higher the effec- 
tiveness of your sales organization. 

Step Number 4 is incentives. 
People work for more than money. 
They work for such things as se- 
curity and opportunity and recog- 
nition. Be sure to have not only 
the financial plan all worked out, 
but be sure to have non-financial 
incentives that will reward a man 
for good work well done. 

Step Number 5 is “Sales Tools.” 
This means more than a mere pre- 
sentation, catalog-style, of your 
product and its virtues. You should 
have equipment which visually 
helps your salesmen to get two 
sales where they got one before— 
tools that will build good will for 
your company; sell higher-profit 
items, and so on. 

If you will carry out these five 
steps, you will be well on the way 
to creation of the finest possible 
sales organization. 
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Matching 


In Maryland, the Elkton Supply company 
has adapted its physical plant and its 
merchandising policies to keep pace with 
the times and the needs of customers. 


HE ELKTON SUPPLY COM- 
pany, Ind., is an excellent ex- 
ample of an active company that 
expands with its community and 
that adapts merchandising and 
service lines to match the changing 
needs of the customers. 

The company was incorporated 
in 1924, At that time it took over 
the Elkton real estate and business 
of an earlier firm that had sold coal 
and fertilizer at retail. Harry L. 
Croak, an lIowa-born merchant 
who is president of the corporation, 
says the Elkton Supply continued 
this earlier trade and added other 
lines as analysis and experience 
pointed the way. 

At present the company handles 
lumber, building materials, ice, 
feed, hardware, fuel oil, oil burners, 
plumbing supplies, heating and 
electrical appliances and a great 
many other items that belong nat- 
urally in a mercantile establishment 
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Customer Needs 


catering to householders, farmers, 
gardeners and the like. 


Among these items, to mention 
a few at random, are sporting 
goods, mechanics’ tools, a full line 
of paints and accessories, garden 
seeds and garden tools, deep-freeze 
units, stoves.and kitchen cabinets, 
car and truck tires, wallpaper, dis- 
plays of children’s toys and play 
apparatus and so on. 


A glance at the accompanying 
pictures will indicate the scope, 
volume, careful selection and 
equally careful display of these 
goods. 


OPERATES THREE STORES 


ELKTON Supply at present has 
three stores. The main office, the 
principal store and the lumber yard 
are at Elkton, which is the county 
capital of Cecil county; the other 
stores are at Chesapeake City and 


THIS photo shows how a three-story hous 
is connected with the store. The house is 
used as the company’s general office. 


PEDESTRIANS are naturally attracted to the 
interior of the Elkton Supply company by 
the wide picture windows and _ brilliant 
illumination. 






North East. These latter point 
carry no lumber stocks and lumbel 
sales made there are delivered 0 
of Elkton. 


The new store at Elkton has beet 
planned for some time. In 1946 tht 
company succeeded in getting som 
adjoining property. Constructitl 
was started in January 1946. T) 
usual plague of shortages delayé 
the work, but before the end 4 
the year the building was 
enough along for use, and by sul 
mer of 1947 it was fully complete 
The store at North East is 00 
being enlarged and brought up 
date. 


The new Elkton property incli4 
ed a three-story house that is ¢# 
nected with the store. This h0 
is used as the company’s gelé 
office. The store building is 50 f 
wide and 150 feet deep and! 
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CORNER, of the appliance section, left, showing the model kitchen, ironer, range and sink. Note 


there is plenty of room for customers to move about. 


visual type show windows 40 feet 
wide on the Main street front. As 
you'll note by the pictures, the 
building is of very modern design. 
The sales floor and the store man- 
ager’s office occupy the front 90 
feet; the remaining area of the 
main floor is given over to the stock 
room, the receiving platform and 
the control office. The basement ex- 
tends under the entire building and 
is used by the heating department 
and for the storage of supplies. 


KITCHEN DISPLAY 


ONE of the most useful displays, 
in Mr. Croak’s opinion, is the model 
kitchen. It’s at the front of the 
store and is clearly visible to 
passers-by, including motorists. 
Kitchen equipment and related 
items are of growing importance. 
This was demonstrated some time 
ago when rather casually and with- 
out special effort the company sold 
$1,100 worth of kitchen cabinets 
and other storage units for a single 
house. 


This company does no building 
contracting, but it is considering 
roofing and siding application and 
probably will develop this service 
more fully. It’s nothing to be 
taken on thoughtlessly, for it in- 
volves top-grade salesmanship and 
competent applicators. 


SERVICE DEPARTMENT 


ELKTON Supply discovered long 
ago that certain lines of merchan- 
dise call for installation and main- 
tenance service that. is controlled 
and directed by the company itself. 
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the Elkton Supply company. 


For example, after adding fuel oil 
to its sales lines it seemed only 
logical to add oil burners. For its 
own protection, Elkton Supply sim- 
ply had to install and service these 
burners. A plumber may be a good 
plumber, but if he’s had no training 
in installing and servicing a special 
burner, a special oil furnace, an au- 
tomatic pump, a deep-freeze unit or 
a refrigerator, he may complicate 
the situation. From the customer’s 
point of view, no matter how well 
these things are manufactured 
they’re no good unless they work. 
It is the dealer’s job to provide lo- 


cal servicing. 


Elkton Supply does a big paint 
business and expects this line to 
expand. The fixtures in the store, 
as you note, are of the hardware 
association type. They were hard 
to get. A good many building-ma- 


Consumer counter, right, invites business at 


terial companies, hardware stores 
and other merchandising concerns 
have been changing over to this dis- 
play method of selling. 


NEAT, well-lighted display of hand tools and 

sporting goods encourages impulse buying. 

Smaller items in the ranks below are clearly 
price marked. 


VIEW of the interior of the store showing the various departments and display counters. Note 
that the three-decker display islands have been arranged to allow customers complete free- 
dom of movement between islands. 
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MAINTAINING GOOD 
CUSTOMER RELATIONS 





O MATTER HOW MUCH one studies salesman- 
ship and masters the principles and printed 
techniques of selling, it is only through continued 
practice and experience that one becomes a skilled and 
successful salesman. 

Whether you make sales or lose them depends im- 
portantly on whether your relations with customers 
are good, bad or indifferent. 

Mediocre and poor relations are not conducive to 
maximum sales production. ' 

It behooves every salesman, therefore, to master 
the technique of constantly improving customer rela- 
tions. 

The subject logically divides into: (1) What are 
good customer relations? (2) What are the basic 
factors involved in better customer relations? (3) How 
can the salesman make his customers more coopera- 
tive? 


WHAT ARE GOOD CUSTOMER RELATIONS? 


Good relations involve satisfaction after sale; main- 
tenance of a friendly attitude on the part of the 
customer; creation of a repeat customer and booster 
for the salesman, his product and his employer. 

Ethical selling, then, is the key to the best customer 
relations. 

Ethical selling is substituting low pressure for high 
pressure selling. 

Like the Atlantic current, pressure does not need 
to be evident to be powerful! 

High-pressure selling may be defined as that in 
which the buyer is often dissatisfied and sorry he 
bought as soon as the salesman is out of sight. 

Low-pressure selling is that kind of thorough, con- 
scientious, service minded sales work which main- 
tains the customer’s interest throughout and assures 
his satisfaction long after he has consumed and paid 
for the product. 

It is a part of ethical selling to prevent customers 
from foolish mistakes and over reaching no matter 
how tempting the situation. Like in many other eco- 
nomic relations, the Golden Rule is especially appli- 
cable to selling. 

A sincere, honest, real consideration of the pros- 
pect’s interest should be held throughout the sale. 
The most effective form of selling is acting as the 
purchasing agent for the customer and reconciling 
that viewpoint with the best interests of your company. 

This is not as difficult as it sounds—an ethical trade 
is where both parties to the sale and purchase get 
value received. 


EIGHT FACTORS OF GOOD CUSTOMER 
RELATIONS 

1. Knowledge of the fundamental selling job: how 
to attract attention, to arouse interest, to fit your 
product or service to the customer’s needs, to create 
desire and close the deal. 


2. Knowledge of what is going on in the cus- 
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tomer’s mind. Seven customer questions, usually un- 
voiced, must be answered in nearly every successful 
sale,— 


Why should I talk to this man? 
Do I really need these things? 
I want it!—How much is it? 
How can I justify it? 
To myself 
To the family budget 
To my wife or husband 
To my business or company 
Would I rather have it than the money it costs? 
Can I buy it for less? 
Am I buying from the right people? 


3. Adequate information about the customer: age, 
sex, occupation, income bracket, his needs for your 
product, his buying habits. If you can predetermine 
his hobbies, his clubs, his political and religious affilia- 
tions and his likes and dislikes, all are helpful. 


4. Adequate selling equipment. Your sales manager 
will have analyzed every item of equipment you will 
need to meet every known condition surrounding your 
sales, but it is your job to see that every item of 
equipment needed for the particular job is at hand. 
Equipment should include material which will prove 
your selling points such as: 

Users’ testimonials 

Customers’ similar experiences 

Personal experience 

Laboratory tests 

Demonstrations—Trial 

Pictures of installations 

Visits to installations 

Performance stories 

Long lists of users 

Authoritative references 


5. A planned presentation which will: (a) stimu- 
late the customer’s imagination; (b) make him feel 
the benefits to him in your product; (c) concentrate 
on the items of key interest to the customer; (d) 
overcome any objections and close painlessly. 

Animate your presentation—pep it up with per- 
sonal, humanized references. Live your story as you 
tell it, and your prospect will live it with you. Ex- 
perience the emotions you are attempting to create 
and your prospect will experience the same emotions. 

Then time your story. Tune yourself in with. your 
prospect’s mood, reaction and tempo. If he thinks 









IN A SERIES OF LESSONS FOR 
CONSUMER SALESMEN OF LUM- 
BER AND BUILDING PRODUCTS 
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fast, talks fast, and acts fast, adjust your story to 
the same speed. If he is slow-moving, slow-talking, 
and slow-acting, time yourself accordingly. Never 
get ahead of your prospect and never lag behind. 
Either course will result in an immediate loss of 
interest. 

Use the person’s name frequently to arouse interest. 
Sell a service, rather than a cold, inanimate article. 
This is based on the universally recognized fact that 
everyone is the most important human being in the 
world to himself. He is primarily interested in his 
personal self, his family, his business interests, his 
recreations and avocations, his social activities, his 
church and public affiliations. 

If we link that product with an interest which the 
prospect already has, by telling him what the product 
will accomplish for him, then we immediately batter 
down the barriers and he will listen to your story 
attentively. The more information you gather about 
your prospect, and the more alert and “aware” you 
are while selling, the more intelligently you can per- 
sonalize the presentation. 


Start your conversation with the object in mind to 
get as much information as you can from the pros- 
pect about himself. 


6. The Factors of Time and Place: After you have 
mentally prepared yourself, your next step should be 
to set the stage properly so that nothing will detract 
from the successful sale. Decide upon the place where 
you ‘are going to close. There are two equally good 
places in which you can close sales—your company’s 
office and display room, and the prospect’s home. 

Closing in the display room has its distinct advan- 
tages. You have the prospect in surroundings that 
work in your favor. You can visualize his use of your 
materials with pictures, samples, displays and demon- 
strations. Visualization is extremely important in 
selling. 

When you are making a close in the display room, 
get all of the instruments, literature and tools that 
you are going to use in their proper place prior to 
the arrival of the prospect. If you do so, you will be 
able to proceed quickly and logically to the close. 

When you are planning to close in the prospect’s 
home, it is important to make a definite appointment 
ahead of time and have present everyone in the family 
who may participate in the decision to make a pur- 
























are going to decide on the purchase you should seat 
them comfortably and place yourself in a position 
where you can dominate the interview and make a 
forceful and compelling close. Keep the family as 
close together as possible, as this will eliminate many 
questions and much repetition. 

In every sale there is the Real Boss, and it isn’t 
always the person who “wears the pants” or signs the 
checks. Find the Real Boss, and address most of your 
attention to this person. You can determine who is 
the Real Boss by noting who asks most of the ques- 
tions, not who does most of the talking, or who keeps 
Saying, “How nice,” “Isn’t that so!” etc. When some- 
body says, “How much does it cost?,” or “What’s the 
best price you can give us?,” or some such leading 
gga then you know you are talking to the REAL 

Oss. 

7. “The last three feet!” Advertising has been de- 
fined as “moving people toward the product” and mer- 
chandising as “moving products toward people.” 
Selling is consummating the trade. That usually hap- 
pens in “the last three feet.” This contact between the 
Salesman, the employer or the product, and the cus- 
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chase. When you have all the parties together who. 


tomer may be had through the mail, over the tele- 
phone, by telegraph or by personal contact between 
the salesman and the customer. Whatever method the 
salesman uses he should be sure that “three feet” is 
bridged in the most effective possible way. This is 
the essence of selling. 


8. The first minute! You should key yourself to 
create the most favorable impression possible in the 
first minute of your call, because that first minute is 
the most important of all the minutes you will spend 
with your customer. 

In direct selling, many sales are lost at the door. 
You must get in graciously before you begin your 
presentation—never try to sell your story on the 
doorstep. 

It should not be forgotten that the way the sales- 
man appears to the prospect is almost as important 
as what he says. So ask yourself these three ques- 
tions: 

1. Am I careful of my appearance—especially the 
12 inches downward from the top of my head? People 
like to do business with neat, self-respecting salesmen. 

2. Have I an air of self-confidence which suggests 
that I have important business to discuss? Prospects 
don’t like to talk to the salesman who talks or acts 
apologetically. Is my smile sincere and friendly—do 
I keep my eyes on the face of the customer? 

8. Have I given sufficient thought to working out 
the first 10 or 12 words that I will say? Make those 
first few words appeal to the customer’s self-interest— 
and if you can mix in some appeal to his pride, so 
much the better. 


MORE COOPERATIVE CUSTOMERS 


Classify the prospect—by occupation, by education, 
by leadership capacity, by personality traits, by neigh- 
borhood and cultural environment, by motivations, 
buying habits, ideals and emotional and behavior 
characteristics. 

This requires a cultivation by the salesman of an 
awareness and sensitivity in human contacts that will 
quickly size up and take the measure of the customer. 

Is the customer friendly, reserved or unresponsive? 
Is he phlegmatic or a quick decider? Taciturn or 
garrulous? Is he a purchasing agent, a government 
buyer, does he represent a group or a family? Is he 
a top executive, member of a board, or sub-executive? 
A mechanic or white collar worker? Is he creative, 
penurious or prodigal—timid—brash—an extrovert 
or an introvert? 

On the subtlety and depth of your understanding of 
your customer depends the effectiveness of your cus- 
tomer relations. 

Suit the approach and conversation to the person- 
ality trait. If the customer is cautious, conservative, 
careful with his money: feature monetary gain, low 
cost and upkeep, utility, improved values, safety, con- 
venient payments, economy, durability, avoidance of 
loss, fear of advancing prices. 

Sow the seeds of dissatisfaction: danger, lost op- 
portunity, drabness, boredom, ugliness, poor judgment, 
bad taste, obsolescence, unsanitation, high relative 
cost, etc. etc. 

If the customer is imaginative, creative, proud, cul- 
tured: feature comfort, convenience, beauty, efficiency, 
quality, good taste and style and pride of possession. 

Put yourself in the customer’s place. See his view- 
point. Specifically adapt your presentation to his 
needs and interests. In this way you cultivate his 
cooperation and achieve better relations. 
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Fire Patrol for the Farm 


A New, Low Cost System That You Can Sell 


No SO LONG ago every one 
was dreaming about the 
wonderful developments that would 
make life easier and safer in the 
post-war world. Then the atom 
bomb jarred the world and little 
by little most of us came to the 
realization that few of our dreams 
would come true. In Canandaigua, 
N. Y., however, they are still manu- 
facturing dreams—dreams that ma- 
terialize each day on the end of an 
assembly line. They are turning 
out a low cost, dependable, auto- 
matic, fire reporting system for 
farm use. 

Edwin White who farms at Hol- 
comb, N. Y. has installed one of the 
first systems to guard his home and 
farm buildings against fire. Today 
every one of his buildings is more 
effectively patrolled on a 24 hour a 
day basis than if a watchman 
were actually making his regular 
rounds. If the hay should start to 
heat in the mow, or if a short cir- 
cuit should start a blaze the danger 
spot would be reported at once. In 
fact, Mr. White has protection 
equivalent to what he could get 
from 59 watchmen, for he has 59 
areas on his farm covered around 
the clock. 

No, farmer White is not extrava- 
gant or eccentric. He just con- 
vinced himself that he could not 
afford to be without this fire pro- 
tection system, especially when the 
equipment could be purchased for 
less than one hundred ‘dollars plus 
52 cents extra for each location he 
wanted to cover. Now that the 
system is in operation he really 
sleeps nights, for he is as secure 
as a captain of a battle ship. They 
both depend on similar automatic 
equipment for reporting unusual 
temperature .changes or danger 
areas. 

This reporting system consists 
of a compact controller unit and a 
series of sensitive thermostats. 
The control comes ready to hang 
on the wall and plug into a con- 
venience outlet on the electric 
lighting circuit. If electric is not 
available, a few batteries will op- 
erate the unit.. On the face of the 
unit, there is a large meter with 
a sweep hand under glass. The 
meter is marked off into 15 different 
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THIS control system is compact and easy to 
install and requires little or no maintenance. 


squares, each carrying an identifi- 
cation number. Below the meter 
there are 2 buttons, an adjustment 
knob and 2 small lights—one green 
and the other red. As soon as the 
unit is wired to the thermostats and 
plugged into the lighting system 
the green light goes on and con- 
tinues to burn day and night. This 
light is the report that all is well 
in the areas being protected. When 
there is trouble in one of the areas 
guarded by a thermostat, the green 
light goes out and the red light 
flashes on and a horn sounds a 
warning. At the same time, the 
indicator needle on the meter 
points out the exact area of trouble, 
enabling the farmer to take action 
at once. 


If fire develops at night the horn 
will awaken someone. If the farmer 
is working in the field, the fire gong 
will call him. Extra terminals are 
provided for the second warning 
device, which can be mounted out- 
doors on a pole or the wall of a 
building. The outdoor gong is an 
extra; not a part of the regular 
package. 

The thermostats that relay the 
danger signals to the control unit 
are each smaller than a package of 
chewing gum. But sealed inside 
the special anti-corrosion and 
weather proof plastic housing are 
thermostats that are accurate to 
one-half degrees Fahrenheit. 


These thermostats can be placed 
wherever protection is needed and 
then wired back to the control unit. 
Anyone. who has an elementary 
understanding of electricity can 
make the hook-up. Neither the 
original installation nor the upkeep 
require the services of a specialist. 

If any of the lines leading 
from the thermostat to the con- 
trols are accidentally broken, the 
red light flashes and the horn 
sounds just as if the thermostat 
had detected a fire. With this pro- 
tection there is no danger of being 
lulled into security by a light, 
while the system is out of order. 
The control unit and the assembly 
are as near foolproof as anything 
that engineers have devised. The 
control unit makes allowances for 
15 control areas as in actual prac- 
tice this has been found to be suf- 
ficient. However, each of these 
control areas can handle as many as 
300 individual thermostats without 
overloading the capacity of the cen- 
tral control. This wide range per- 
mits more than adequate coverage 
of the average farm at an operating 
cost of about five cents a week. 


It is not necessary to confine 
the use of this equipment to fire 
control work. Thermostats can be 
obtained to report temperature 
conditions in the poultry house, 
greenhouse, fruit or vegetable stor- 
age building, or dairy barn. These 
thermostats will save the regular 
personnel check-ups that are now 
necessary to assure that all is well. 
In winter, especially, when it is 
snowing or sleeting outdoors, it 
would be a great comfort to any 
farmer to know that everything 
is all right from a temperature 
standpoint in all his farm build- 
ings without leaving his chair be- 
side the fireplace. 

Every country lumber’ yard 
should be interested in the develop- 
ment because it is a sure sale item 
to almost every farm. The sales 
possibilities do not stop with the 
farmer. For every home owner 
and business establishment is a po- 
tential customer. It is the type 
of packaged merchandise that 
naturally fits into the inventory of 
a progressive sales organization. 
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Aggressive Oklahoma Association Opens 


1947-1948 Convention Season 


JOSEPH LEOPOLD, National Tax Equality as- 
sociation, who attacked co-operatives. 


ROWING FROM an idea into 

a full - blooded association 
jithin eight months is the record 
et by the Oklahoma Lumbermen’s 
pssociation, which held its first an- 
ual convention in Oklahoma City, 
Det. 14-15. 


The professional staging and 
lock-like precision which marked 
he entire progrum underlined the 
alent and enthusiasm that has led 
0 the rapid growth of the new 
ganization. 


Almost 50 percent of the eligible 
etail lumber dealers in the state 
te already members. The official 
mvention attendance was 1,050. 
he 120-odd exhibits were smart 
id attractive and drew a steady 
udience, 


Reviewing the history of the new 
tganization and its importance to 
inbermen throughout the state, 
amey Stewart Jr., president, 
lied for a united effort by all 
‘falers to form a “closely knit, 
ooth working force.” His mem- 
ership report indicated that the 
WW organization is rapidly gath- 
ing numeriéal strength. 

The only other address the first 
ty of the two-day session was de- 
ered by Senator James C. Nance, 
ho spoke on Oklahoma Business 
egislation and Taxes. 


Separate parties for the men and 
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First annual session of Sooner state retailers 
reveals spirit of leadership and co-operation. 


ladies were held in the evening. 

A full convention schedule on 
Wednesday opened with a talk on 
Merchandising by S. Lamar For- 
rest, past president of the National 
Retail Lumber Dealers association. 
His talk is carried in full elsewhere 
in this issue. 


Portable microphones were used 
to pick up questions from the audi- 
ence in the Questions and Answers 
hour that followed. Authorities in 
the fields of legal matters, advertis- 
ing, farm building, selling, build- 
ing codes and other diversified sub- 
jects were available for answers to 
questions on these topics. 

Arthur A. Hood, editor of AL& 
BPM, spoke on the industry engi- 
neered .home immediately after 
lurich, giving the historical back- 
ground of the movement and out- 
lining its possibilities. 


LEOPOLD SPEAKS 


THE convention closed with a 
brilliant banquet preceded by the 
president’s reception. Joseph Leo- 


pold of the National Tax Equality 
association was the banquet speak- 
er. Leopold lambasted government- 
sponsored co-operatives and gov- 
ernment-owned businesses “which 
pay neither income taxes nor the 
equivalent of such taxes.” 

Leopold declared that co-opera- 
tives “are big business now with 
a volume that exceeded 12 billion 
dollars in 1945. At the present rate 
of growth and with continued tax 
freedom, it is likely that co-op vol- 
ume will reach at least 25 billions 
annually by 1950,” he predicted. 

“They compete with taxpaying 
business while enjoying all the 
benefits of orderly government 
which are paid for by taxpaying 
businesses, but they pay practically 
no federal taxes themselves.” 


Officers of the Oklahoma Lum- 
bermen’s association are: W. M. 
“Bill” Morgan, manager; Barney 
Stewart Jr., president; Walter H. 
Hinton, vice president, and Alfred . 
L. Leonhardt, treasurer. The as- 
sociation office is: located in the 
Leonhardt building, Oklahoma City. 





ENJOYING the first convention of the Oklahoma Lumbermen’s association, left to right: 

Leslie G. Everitt, Long Bell Lumber company, Enid; Barney Stewart Jr., president, Oklahoma 

Lumbermen’s association; R. T. Currell, Currell Lumber company, Lawton, director, and Clelland 
Antrim, Antrim Lumber company, St. Louis, Mo. 
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HOUSE PLAN NO. 754 


15,540 Cubic Feet 
730 Floor Feet 
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HOUSE -PLAN NO. 708 
20,000 Cubic Feet 
925 Floor Feet 
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Complete working blueprints and specifica- LIVING ROOM 
tions of any house design published in this 19-0 X 12-0 BED ROOM 
magazine are now available at $5 per set. 
Twe sets of plans for the same house are $8, iI-6 X 9-6 
three sets $10, four sets $12 when ordered 
at the same time. All the blueprints are in 
@ convenient 12x18 inch size and meet all Lo VEST 
FHA requirements. Please order plans by 
number, enclosing payment and address to 
American Lumberman & Building Products 
Merchandiser, 139 North Clark street, Chi- 
cago 2, iil. 
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Have a Sample Cevo-sSioING Garage 
Built from these FREE Plans 


The garage shortage can mean real profit | The plans are simple, easy to follow, 





for you. Send for FREE Celotex Celo-Siding and after the frame is up Celo-Siding 
garage plans, either one or two car, and _ speeds construction. So easy to apply, it’s 
have a sample built right in your yard. a “wall in one operation”—no painting 
Customers buy on sight! or finishing required. 


They'll be satisfied customers, too, be- Write today for your FREE plans. 
cause they will like the many Celo-Siding 





Features — structural strength, sheathing, 
exterior finish, and insulation. 
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The Heatilator Fireplace 
is sold only through 


Recognized Building 
Material Dealers 
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THE Heatilator is a building construction item. It is 
purchased with the other building and chimney 
materials required to complete the fireplace instal- 


lation. Therefore, it is an item that is logically sold 
by the retail building material dealer. ° 


In recognition of these facts, the policy of distrib- 
uting Heatilator Fireplaces only through recognized 
building material dealers was established many years 
ago. And the Heatilator is not sold to mail order 


houses or similar outlets for sale under private 
brand names 


( 
respect of leading material dealers throughout the SS 
of customer satisfaction that has made the Heatilator _—— 

easier to sell. 


That’s one reason why the Heatilator has won the 
country. Equally important is the PROVED record 
= 


AMERICA’S SS 
Cireutates Weat...WiL NOT SMOKE << Leading < 


a FIREPLACE. 


| HEATILATOR FIREPLACE 









Write today for complete dealer information 


to Heatilator, Inc., 4411 East Brighton Ave., 
Syracuse 5, N. Y. 














* Heatilator is the registered trade mark of Heatilator, Inc 
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EPORTS FROM 10 of the Na- 
agricultural 
indicate that the big push for new 
milk houses and sanitary milking 
barns will get underway early next 
Health authorities feel that 
this program is now long overdue 
and it cannot be let go any longer 
if they are to safeguard the high 
standards of sanitation and equality 
that the customer has a right to 
As the push starts many 
farmers will be forced to rebuild 
or remodel, as the case might be, 
or take a cut in income by having 
their milk graded down to the man- 
With labor cost- 
ing what it does and high feed 
prices, there is not enough margin 
in the profits of most operations to 
permit this scaling down. 
handwriting is on the wall—re- 
placement and remodeling is the 
order of the day. 

The health authorities are in- 


tion’s 


year. 


expect. 


ufacturing level. 


colleges 


The 


terested only in sanitation, and to 
achieve this they have set up min- 
imum construction standards that 
must meet. 
fortunately, the standards are not 
the same for most areas, so it is 
impossible to give you a list of the 
However, you 
can get the regulations that farm- 
ers must meet in your area from 
the local milk inspector or through 
the extension division of the agri- 
cultural college in your state. When 
you write for these regulations be 
careful not to be confused by local 
village or state laws if farmers in 
your area are shipping into an- 
other state or large city that has its 
own milk inspection regulations. 
The best way to find out what reg- 
ulations apply is to ask ene or two 
dairymen in the area and then see 


the farmers 


musts in your area. 


the inspector. 


Farmers spending money to re- 
model or rebuild will be interested 


Sanitary Mil 
Profits for You- 


Un- 
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in features that assure more pro- 
duction at lower costs as well as 
the sanitary requirements of the 
milk inspection board. They know 
that it takes about 150 hours of 
labor for each cow in the herd per 
year, and about half of this is 
spent doing chores. In fact labor 
is second only to feed in the total 
cost of keeping a cow for a year. 
Any new arrangement of floor 
space and facilities that will reduce 
the labor required will also reduce 
the cost of making milk. 


On most farms the milk house, 
feed bins and silos are located in 
the wrong place. They should be 
near the center of the barn for 
labor efficiency. Travel time is 
one-third less when the milk house 
is at the center of the barn rather 
than at one end. It takes less time 
to fork down hay from the mow if 
there are enough hay chutes, and 
there is less lifting and hauling to 
get the hay where it should go. 
Usually farmers allow one _ hay 
chute for 15 or 20 cows. For max: 
imum convenience and_ greater 
saving of time and labor the col 
leges have proved that there should 
be a hay chute for every 10 or 12 
cows in a face-in barn and one for 
every eight stanchions in a face 
out barn. 


Some farmers who will have 1 
rebuild will not be able to afford 
the expense of another old typ? 
barn. These will have to adopt the 
loose housing system for handling 
their cattle and build a small milk 
ing barn and milk room either % 
an addition to the old barn or as! 
separate unit. There is no douli 
that the loose housing barn 5 
satisfactory in the southern staté 
where the climate is mild. Maly 
people feel that it will ultimate! 
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JIOMETRIC VIEW OF STANCHION 


716 CHAINS, FASTENED TOEYE BOLTS PLACED 





WHEN CONCEETE CURA IS POUVZEO,.MAY BE USED 
INSTEAD OF STANCHIONS. 











quire that the interior walls and 
ceiling of the milk house be finished 
with a smooth surface. If you are 
in one of these areas you can finish 
off the interior of the design with 
metal lath and plaster, cement, as- 
bestos, sheets, lumber or metal. 

In northern areas it is a good 
idea to insulate the walls and ceil- 
ing of the entire structure to in- 
sure comfort for the workers. 
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FRICK SAWMILLS 


Cut the most accurate lumber and do it most rapidly, be- 
cause they are precision machines. Timkin and Hyatt roller 
bearings, adjustable carriage trucks without end play, set 
works accurate to 1/32”, cut steel adjustable rack bars, and 
similar features make Frick Sawmills the choice alike of saw- 
yers and owners who want the utmost in quality and quantity 
of output. Three generations of experience built into them’ 
many thousands in use. Ask for your copy of Catalog 75. 
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UNION 
PACIFIC 


Montana’ 


WEALTH OF MINERAL DEPOSITS 
IMMENSE COAL RESERVES 
LARGE LUMBER PRODUCTION 
AVAILABLE WATER POWER 
ABUNDANT LIVESTOCK 
VALUABLE WOOL CLIP 

VARIED AGRICULTURE 
TREMENDOUS WHEAT YIELD 
SCENIC BEAUTY 
























oa One of a series of adver- 
tisements based on in- 
dustrial opportunities in 
the states served by the 
Union Pacific Railroad. 





K...0n as the “Treasure State,” Montana beets, potatoes, together with other vegeta- 
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is richly endowed with raw materials essen- 
tial to industrial production. Among the 
many metallic minerals are silver, copper, 
lead, manganese, chromium and molybde- 
num. Coal reserves have been estimated at 
over 400 billion tons. The majority of the 
state’s cities are supplied with natural gas. 


Montana is a top producer of cattle and 
sheep, the annual sheep production being 
approximately two million head with a 
wool clip of great value. In agriculture, 


wheat takes first rank among grains. Sugar 

















UNION PACIFIC 


bles, are grown on its farms. There are 
many thousand acres of forests, principally 
pine. 


The Union Pacific Railroad serves Butte in 
the heart of the great mining area, and West 
Yellowstone—most popular rail entrance to 
the famous Yellowstone National Park. 


Montana welcomes new industry. It has the 
space, materials, facilities and manpower 
to encourage firms seeking new locations. 
Additional advantages are good living con- 
ditions, an excellent educational system 
and scenic beauty. 


%k Address Industrial Department, 
Union Pacific Railroad, Omaha 2, 
Nebr., for information regarding 
industrial sites. 
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THE STRATEGIC MIDDLE ROUTE 












Justifiable Gripe 

OME OWNERS have a kick 

coming, not only about the 
price of housing, but because we 
still don’t know how to build houses 
that are safe to live in. Seems as 
how it might be a good place to 
put over highly-publicized Amer- 
ican ingenuity to work. After you 
are 50 years old it becomes increas- 
ingly unsafe to try to take a bath in 
a round-bottomed bath tub. From 
70 on it’s a death-defying under- 
taking. 
* * * 


Nothing makes the average per- 
son madder than to suggest there 
is a better way of doing things 
. .. than the traditional method. 


* * * 


Deadly Contraption 


BEFORE WE get off the subject, 
we might as well mention the 
fact that kitchens are killers too. 
As a matter of fact, the National 
Safety council reports them to be 
nine times more deadly than bath- 
rooms. Conceivably you could go 
dirty if you didn’t want to risk 
your life but we wouldn’t know how 
to go about avoiding the use of the 
kitchen. Same way. with stairways. 
Both inside and outside stairways 
rank high as lethal agencies, ac- 
counting for more than 20 percent 
of the fatal accidents that occur in 


the home. 
%* * * 


There is a better, more efficient 
way of doing every operation in 
your lumber yard... as will be 
proved eventually. 

* * * 


Merchandising Story 

FP ORTY-EIGHT years ago F. 

H. Bresee, Oneonta, N. Y., 
used to load up a wagon with 
merchandise, toss the keys to his 
assistant, set off on a week’s trip 
to neighboring farms. Today his 
three sons give a weekly delivery 
service to 52 communities in a 5,- 
000 square mile area and in addi- 
tion pull thousands of farm families 
into their store which did a volume 
of $2,250,000 last year. The 150 
clerks are aided in their selling 
work by a training center on the 
top floor where manufacturers 
demonstrate new merchandise, 
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training films are shown, problems 
discussed, plans made. Displays 
are echoes of ads in newspapers and 
company magazines, and the store 
is filled with music coming over 
the broadcasting system. If a 
farmer wants to modernize a 
kitchen the store will send out an 
interior decorator, a home econo- 
mist, or a graduate engineer! 
Country Gentleman tells the story 
to emphasize the importance of the 
rural market ... and trained per- 


sonnel. 
* * * 


"Safety"... Startling Subject 

A FEW YEARS ago we were 

importuned by a brilliant 
young lady, who was widely re- 
garded as a housing expert, to sug- 
gest something she might write 
about in her plea for better homes. 

We suggested “Safety.” 

She was horrified at such a 
negative approach. 

“That would scare ’em to death,” 
she said. “What we must do is 
encourage home building—not dis- 
courage it.” 

* * * 


When today’s production facilities 
reach their peak the output will 
greatly exceed America’s buying 
power. That means competition 
with a capital “C.” 


%* * * 
The Young in Spirit 

- nnangaate ate told us a few days 
ago of a recent visit with 
Frank Lloyd Wright, the world’s 
most famous architect, at his Wis- 
consin estate Taliesin, and com- 
mented at length on the fact that 
Wright, now in his 70’s, is more 
active than ever, more full of 
theories and ideas, and that his 
most prolific work is being done 

right now. 

It reminded us of what Dr. 
Frank Crane once said: 

“You are as young as your faith, 
as old as your doubt, as young as 
your self-confidence, as old as your 
fear. You are as young as your 
hope, as old as your despair.” 


* #2 


A huge inventory of the highest — 
priced lumber in history con- 
ceivably might not turn out to be 
an asset. 
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Odd er Even? 


HE NEW West coast grading 

rules permit shipment of any 
kind of lumber in odd lengths... 
an extension of the trend which 
has. been taking place since all 
lumber of whatsoever kind was cut 
to even lengths. As values in- 
creased and the resultant wastage 
hit the pocketbooks of manufactur- 
ers and consumers harder, more 
and more lumber was cut to odd 
lengths . . . not only to feet but 
inches as with hardwood flooring. 
Selects of all kinds are now shipped 
quite generally in odd _ lengths. 
Same way with softwood flooring, 
bevel siding and other items. 























The only way to make even 
length cutting permanent and eco- 
nomically sound would be to plan 
frame construction to make maxi- 
mum use of the products of such a 
practice . . . something that has 
never been done and never can be 
done. 











As long as lumber is put in use 
on an inch basis, it will be impos- 
sible to continue to manufacture 
it permanently on a two-foot basis. 
In other words, the economics in- 
volved will be the determining fac- 
tor rather than tradition. 













* * * 





Better begin to pile up that in- 
come tax reserve if you haven’t 
already tucked it away! You'll be 
surprised at how big a check it’s 
going to take to satisfy Uncle 
Sam. 








* * * 





Suggestion to Congressional 
Investigators 


RCHITECT - INSPIRED laws 
require the use of small house 
plans bearing the signature of 
architects within the state. Out- 
state architects, no matter how 
competent, are barred. Yet n 
provision is made by within-the 
state architects for the relief of the 
small home builder. They are not 
interested in the small fees which 
accrue from such jobs, can’t supply 
the need. It doesn’t make sense! 
































4a 


Here ai 
Roofin; 
for dez 
Already 
buildin, 
Sheet i: 

NOW 


—order 
Roofing 


attentio 





Buitpinc 






REASONS WHY 








Alcoa Aluminum Roofing Sheets 


CAN MAKE GOOD, STEADY PROFITS FOR YOU 
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y 
; Here are clear-cut reasons why Alcoa Aluminum 
T Roofing Sheet is chalking up new sales records 
it for dealers and retail outlets, coast to coast. 
1- Already installed on more than 500,000 farm 
ge buildings with proved results, Alcoa Roofing 
Sheet is winning new customers every day. 
“ NOW—through your regular trade channels 
it —order a complete stock of Alcoa Aluminum 
g. Roofing Sheet. Your order will receive prompt 
ed attention. Do it right away. 
1S. 
® Why Alcoa Aluminum Roofs Are Best-Sellers 
en > CAN'T RUST 
~ One of the outstanding qualities of alumi- 
" num is that no amount of weathering will 
- cause it to rust, streak or stain. Properly 
1a applied, it never needs painting. 
as ; 
be > LIGHTER, BY FAR 
Amazing lightness of aluminum sheeting 
makes for easier handling—lighter roof 
ae load. Construction costs, labor expense, 
a erection time are reduced. 
r 
sis. > COOLER PROTECTION 
in- Bright metal surface of Alcoa Aluminum 
‘ac- reflects heat rays. Keeps lower, more even 
temperature inside buildings, all summer. 
> USEFUL EVERYWHERE 
Wide choice of styles of Alcoa Roofing 
n- Sheet look well on any building. Where a 
as low-cost, durable farm roof is needed, 
e aluminum does the job—for barns, sheds, 
: smokehouses and outbuildings. 
[> STRONG—DURABLE 
Alcoa Aluminum Roofing, properly applied, 
withstands heavy winds. Will not warp or rot. 
For further information, for your copy of 
Alcoa Roofing Application Folder, write 
aws ALUMINUM ComPANY OF AMERICA, 1755 Gulf 
use Building, Pittsburgh 19, Pennsylvania. 
po MORE people want MORE aluminum for MORE uses than ever 
how 
n0 
the: 
* the 
not 
hich 
pply 
e! 
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PELLET 5 7 


Self-Aligning Wall Tile 


A new plastic wall tile with a 
self-aligning lap joint which makes 
installation simple for even the 





unskilled worker, has been an- 


nounced. The new tile design fea- 
tures and tongue-and-groove type 
lap joint on two sides of the tile 
with a center notch which fits a 
“dot’’ lock in the adjacent tile. The 
dot lock secures each tile as it is 
set in correct vertical or horizontal 


SALES ADS *  UTERATORE 


alignment with surrounding tile, 
and the lap joint eliminates possi- 
bilities of setting tile askew.or with 
too wide a joint. The lap joint 
forms a complete plastic wall sur- 
face even under the tile joints 
which stops the mastic from forc- 
ing through while installation is 
being made. The tile is available 
in a choice of colors, plain or mar- 
bleized. For samples and further 
information write Pittsburgh Tile 
company, Dept. AL&BPM, Termi- 
nal building, Pittsburgh 19, Pa. 


New One-Coat Oil Paint 


Vita-Cal, a new one-coat oil paint, 
is a self-sealing flat wall finish. It 
is said to prime, seal and finish in 
one coat and to hide solidly over 
plaster, wallboard, wallpaper, 
painted walls, calcimine, brick, ce- 
ment, wood, and metal. It comes in 
white and a variety of colors, and 





is washable. For more complete 
details write Vita-Var corporation, 
Dept. AL&BPM, Newark, N. J. 


New Door Control 


A new type door control which 
operates on a simple mechanical 
principle and which, it is claimed, 
requires no periodic oiling or serv- 
icing, is now being manufactured. 
Units are compact and principal 
working parts are self contained 


and sealed. A mechanical adjust- 
ment is provided to increase or les- 
sen tension as required. The ac- 
tion of the control is such that the 
door is made to close relatively 
fast up to a point about one inch 
short of closed and is then auto- 








— Teeaulics in the Colenial Tradition 




















































































Sager’s excellence of styling and 
range of designs have paced the field in 
winning approval among architects, 
builders and contractors. Of course, 
beauty alone will not sell hardware 
That's where Sager’s utility values 
score, not for beauty alone, but also 
for case of installation and smooth opera- 
tion. For over 50 years these qualities 
have made the Sager line a top-qual- 
ity line . . . a line exceedingly sales- 


worthy for Sager dealers everywhere. 


Better Style in Builders Hardirare by 











"HARDWARE BY SAOER 





CSAGER) 











NORTH CHICAGO, ILLINOIS 
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AMERICA’S (¥ : 
No.1 SOURCE 


for sash & door makers! 


PERMA 


—«GLATE 
GLAZING 
COMPOUND 


... provides top quality with all-around economy. Ease of 
application and quick setting speeds production. Never a 
need for reglazing because of its tenacious adhesion under 
all normal conditions. Once sash is glazed with Perma Glaze 
it’s ready for immediate shipment. Perma Glaze is designed 
to meet your requirements and exceeds highest specifica- 
tions on any job... proved by thousands of installations! 


PERMA GLAZE 
GLAZING COMPOUND 


UD. 
PRIMELESS 
PUTTY 


The original, unmatched primeless putty made only of 
highest quality ingredients to provide glaziers the utmost 
in service at lowest cost. No priming of sash is necessary, 
saving production time. Uniform quality, minimum shrinkage 
and fast setting combine to make this putty the favorite of 
glaziers the country over! 


QD. PRIMELESS 
PUTTY 


For more Information or Special Requirements write Today! 


me BIDDLE ... 


AMERICA’S LARGEST EXCLUSIVE Putly Maker 


612 S. MAIN ST., ST. LOUIS 2, MISSOURI 
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(eo. J.Silbernagel 


WHOLESALE DISTRIBUTOR 


West Coast Lumber 









Lumber Products 





SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


© LUMBER 

© MILLWORK 
® MOULDINGS 
© SIDING 

© FLOORING 


















ie ae 


(eo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
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BRANDS 


SCREEN WIRE CLOTH 
POULTRY NETTING 
WIRE + NAILS 


DEPENDABLE 


FOR YEARS 


Perhaps your customers pay 
little attention to brand name 
when you sell them screen or 
hardware cloth. But if you sell 
Wickwire Cortland Brand you 
know your customers will get 
dependable service, year after 
year. 


The good service they get 
reflects favorably upon you. 
Customers who see how Wick- 
wire Cortland Brand products 
stand up in service are likely to 
say ‘““That’s a good store. They 
sell merchandise that lasts’’. 


WICKWIRE BROTHERS, INC. 
CORTLAND, N. Y. 
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WHAT'S NEW? 


matically slowed and eased into 
position. It is entirely constructed 
of steel and cadmium plated, and 
comes in standard or heavy duty 
size. For more complete details 
write B. L. Mallory company, Dept. 
AL&BPM, 1201 E. Eight Mile 
road, Hazel Park, Mich. 


New Kitchen Catalog 


A new, colorful and illustrated 
Youngstown kitchen catalog is an- 
nounced. It contains full-color pic- 
tures of more than 18 suggested 


Kitchens that make you say Oh! 


9 


kitchen arrangements, as well as 
pictures of the complete line. Va- 
rious features of Kitchenaider cab- 
inet sinks, and base and wall cabi- 
nets also are illustrated. Informa- 
tion on use of the Min-A-Kitchen 
and on kitchen planning for old 
and new homes is included. Fora 
copy of the catalog write Mullins 
Manufacturing company, Dept. 
AL&BPM, Warren, Ohio. 


New Red Book Issue 


The November, 1947, issue of 
the Reference book of the Lumber- 
men’s National Red Book service is 
just off the press. It is the 132nd 
issue of the book, which is a semi- 
annual consolidation of that serv- 
ice’s twice a week bulletin of 
changes in the lumber and wocd- 
working industries. There are said 
to be an unusual number of changes 
affecting the various branches of 
the industry including many: newly 
listed sawmills and others which 


have resumed their operations. 
There are also changes in business 
classifications as well as in credit 
ratings. For further information 
about this service write Lumber- 
men’s Credit association Inc., Dept. 
AL&BPM, Chicago 5, IIl. 


Cabinet Door Catch 


Engineered Products company 
has developed a new cabinet door 
catch called the Snug-Tite. The 


housing is formed in one piece. 
The catch, strike and screws are 
cadmium plated and the springs 
are of special tempered steel. The 
one strike fits all installations. 
Snug-Tites are said to be easily 
installed, close by only a slight 
pressure, yet remain snug at all 
times. For further information 
write the Engineered Products 
company, Dept. AL&BPM, Flint 4, 
Mich. 


Redesigned Floor Finisher 


Doozit, floor finisher for use with 
Bruce floor cleaner and floor wax, 
is being introduced to the market 


in a new design to provide greater 
efficiency. The Doozit cleans and 
waxes linoleum and hardwood floors 
in a single operation. A _ replace- 
able pad attached to the block is 
saturated with the floor cleaner. 
It has a polishing area of 45 square 
inches. Instructions for use appear 


November 8, 1947, AMERICAN LUMBERMAN & 


‘ 


Wwoode 
edges, 
meta] 

18 in 
weigh 
per si 


Burp 













































ith 
aX, 
ket 












on the handle base. For more com- 
plete information write E. L. Bruce 
company, Dept. AL&BPM, Mem- 
phis, Tenn. 


Oil Floor Furnace 





Just being introduced is the Nor- 
wesco Even-Temp, a new type oil 
floor’ furnace. It is thermostat- 
ically controlled, though must be 
manually lighted at the beginning 
of the season. Other automatic 
controls include the thermal safety 
shut-off control which prevents ac- 
cidental overheating from any 
cause. The burner can be removed 
for servicing by the removal of 
only four screws. Accompanying 





cutaway illustration shows the - 
principle features of the fur- 
nace. Merchandising plans _in- 
clude free mats of complete ads as 
well as literature for mailing or 


Peshaps no better 
demonstration of Lowell 
product superiority can be 
shown than this: Lowell is 


hand-out. For further informa- the world’s largest 

tion write Northwest Metal Prod- ’ manufacturers of » dna 
ucts Inc., Dept. AL&BPM, Seattle, and dusters exclusively. 
Wash. You can rely upon Lowell 


. for quality . . . for Duster 
Copper Hardened Zinc in Roll sales . . . for satisfied 
PP a customers. 


Eraydo copper hardened zinc in 
Sheets and rolls in produced from 
high-grade zinc, alloyed with cop- 
per, which is said to materially in- 
crease the tensile strength. It can 
be readily formed and lock-seamed, 
and is said to solder easily. It can 








be hooked into brick and stone Pennant 
joints for flashing, as mortar does oe BS 
: not affect it, and does not stain Commander Cyclone 
4 light colored trim or walls. Sug- 
gested uses are roof valleys, ridge : 
. and hip caps, flashing for doors, : coun spor 
> windows and roofs, air ducts, ter- : 
mite protections, protective edg- 2 Nt 
pater ings, gravel stops, linings, etc. It “Lowell Sheree BNE oe 
and is available in rolls of approxi- | toe any cueirar ar 
1oors mately 100 pounds each, coiled on we find that Lowell per- “SS - = Sr 
rar wooden spools for protection of the a renee . 
“k is edges, wrapped in paper, tied with A Lowell Deale —- ae 
aner. metal bands. Widths are three to A (name on request) 
juare . er corse = oon | WORL)’S LARGEST MANUFACTURER OF SPRAYERS AND D 
ighing approximately . oun , 
ppear S aaaes ae +t Ml cpa WRITE DEPARTMENT 63, 589 E. ILLINOIS ST., CHICAGO 11, ILLINOIS 
in & 
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WHAT’S NEW? 


thicknesses of .018, .024, .082 and 
.040 inches, sizes 36x90 inches and 
36x96 inches For more complete 
details write Potts-Farrington com- 
pany, Dept. AL&BPM, 1224 Cherry 
street, Philadelphia 7, Pa. 


Marquetry Pictures 

Hand-made wood inlay pictures, 
composed of rare woods, are now 
available. There is a total of 24 
different subjects, many of them 


reproductions in wood of famous 
art masterpieces, and several 
matched sets. They are created by 
artisans of lifelong experience in 
the art of wood marquetry. The 
figured veneer faces are combined 


with a 5% inch plywood plaque, mak- 


ing a completely finished picture - 


ready to hang. Among the woods 
used are Philippine mahogany, 
avodire, prima vera, English oak, 
koa, satinwood, oriental wood and 
narra wood. For a copy. of a six- 
page brochure showing these pic- 
tures in color, write Aetna Plywood 
& Veneer company, Dept. AL& 
BPM, 1731 Elston avenue, Chicago 
22, Ill. 


Combination Storm-Screen Unit 

With a new combination storm 
window and screen the change is 
made from one to the other with 
a mere flick of the wrist. Both are 
always ready for instant use. The 
unit has all-metal construction of 
rolled aluminum. Storm sash and 
screen inserts move in free-action, 
metal channels. In summer the 
screen is lowered from its pro- 
tected upper position. In other 
seasons the storm or screen sec- 
tions are moved up or down. 
The storm windows may be 
washed without removing, but can 
be removed if desired. For an il- 
lustrated and descriptive folder and 
for further information write the 
Security company, Dept. AL&BPM, 
1157 Puritan avenue, Detroit 3, 
Mich. 








Aluminum Wall Tile 


Aluminum wall tile, which can 
be used on new construction or 
when remodeling, is said never to 
need replacing because it does not 
chip or peel. The tile is waterproof 
and a waterproof mastic is used. 
The joints will not absorb water, 
but will keep water from seeping 
in and prevents it from buckling or 
cracking. Suggested uses are in 
kitchen, bathroom, breakfast room, 
etc. There is a wide selection of 
color combinations available. For 
more complete details write Metal 
Tile Products Inc., Dept. AL&BPM, 
120 N. Broadway, Hastings, Mich. 


Bevil-Devil Set 


Announcement is being made 
that the Bevil-Devil all purpose set 
for slicing, grooving, beveling and 
rabbeting insulation board is again 
available. With this set there is 
one tool for slicing, another for 
grooving and a third for beveling 
or rabbeting. .All three are set up 
at the start of the job and which- 
ever tool ~ required is used. The 
tools are made of selected hard ma- 
ple and are said not to discolor or 
scuff-up the painted surfaces of 
insulation boards. Blades are also 
available, made of selected steel 














HUTHER BROS. Sy SAW MFG. CO. 


PATENT INSERTED TOOTH GROOVER 


Firthite Tipped Inserts 





Write for Huther Bros. 


FIRTHITE TIPPED SAW 
Inserted Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 


Firthite Tipped Saws made by Huther Bros. Saw Mfg. 
Co. are made to stand hard service and are, there- 
fore, long-lived Saws insuring long-run economy to the 
user. These saws are used for cutting hard Masonite, 


Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Huther Bros. have long taken special pride in the’ 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 


Catalog No. 


HUTHER BROS. SAW MFG. CO., Rochester, New York 


FIRTHITE TIPPED SAW 
Solid Type, for Wood 
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weather? 


building 


Dept. LIl. 


ORDERS 


from all over 


dal 
oTUT el tars| 


RE YOU prepared to fill whatever need a customer may have for 
maximum building protection against the effects of wear and 


The Sonneborn line of ‘Building Savers’’ gives you—from a single 
source of supply—a wide variety of products for building construction 
and maintenance (see chart)—each one a profit-maker in itself and a 
strong recommendation for sales of the others—for every type of 


Sonneborn “Building Savers’’ are regularly specified by architects 
and used extensively by builders in every type of construction, and 
are recognized for outstanding performance in building maintenance. 

Cash in on this ready-made market for profitable sales in your terri- 
tory. For details of the Sonneborn “Building Savers’’ franchise, write 


i -|'| DH 








BUSINESS-FINDER CHART 












The Product Is 


You Sell lt For 
















LAPIDOLITH 


concrete surfaces. 


Hardening, wearproofing and dustproofing 
new or old concrete and terrazzo floors, other 












LIGNOPHOL 





Preserving and finishing wood floors, trim, 
doors, paneling—in one application. 









CEMCOAT Filler 
and Dustproofer 


Protecting and decorating cement and wood 
floors, porches,decks.Colors and transparent. 





TRIMIX 


crete and mortar mixes. 


Improving quality and workability of con- 





STORMTIGHT 
(Liquid and Plastic) 





Protecting and preserving, patching and re- 
pairing roofs of all types, new or old. 








S$. R. P. 
(“Sure Rust Prevention") 


Protecting iron, steel and other metal surfaces, 
inside and out, against rust and corrosion. 








SONOLASTIC 
Aluminum Paint 
(Ready-Mixed) 





board, etc. 


Protecting and brightening interior and ex- 
terior surfaces—metal, wood, masonry, wall- 








KAUKIT 





Caulking, pointing up, sealing, glazing, etc. 


Knife and gun grades. 








SONOMEND 





Patching and resurfacing concrete or wood 


floors. 





FLOORLIFE CLEANER 








Cleaning and waxing wood floors and lino- 


leum in one application. 








HYDROCIDE 
Colorless 
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Invisible water-repellent treatment for 
concrete and masonry exteriors above 


grade. 








BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 





In the Southwest: Sonneborn Bros., Dallas 1, Texas 





MORE PRESTILE 
-Now Available! 




























PRODUCTION INCREASED! 


With our expanded facilities, we are now 
able to service a greater number of deal- 
ers! Good news, because consumer de- 
mand for Prestile is steadily increasing, due 
to national ads appearing each month in 
Better Homes & Gardens, American Home 
and other magazines. Cash in on Prestile! 
Write us today, stating your requirements. 


_PRESTILE MANUFACTURING COMPANY 
_ 2860 LINCOLN AVE., CHICAGO 13, ILL. 
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Wt Platt Beet i Baked In 


and ground to cut insulation board. 
For more complete information 
write Kimball Manufacturing com- 
pany Inc., Dept. AL&BPM, 1633 
Royal Oak, Mich. 


New Sliding Door Lock 
Kennalock is especially designed 
for sliding doors. It is a simple 
mechanism that unlocks with the 
same natural motion used to open 
the door. It fits in flush with the 
door service. Available for 34, 1%, 
13% and 1%4 inch doors. For fur- 
ther information write Jay G. Mc- 
Kenna, Inc., Dept. A-79, Elkhart, 


Cellar Window Catch 


The Stanley Works announces | 


new styling and major improve- 
ments in the No. 1768 cellar win- 


ia 


dow fastener. The former friction 
element has been replaced by a 
steel, dished washer which is now 
located between the catch and plate 
for protection and long-lasting per- 
formance. In addition the mount- 





1896 


-- 51 YEARS OF STABILITY -- 


1947 


Tere 
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THIS’WEEK’S 
SPECIALS 


5 Cars 4/4 x RW&L No. 2 Com. 


Gum 


5 Cars 4/4 x RW&L No. 2 & Btr. 


‘ Hickory 


2 Cars 1x3” & 4” RL No. 3 P.E. 


Oak Firg. 


2x4 & Wider No. 2 & Bir., 85% 


Heart Pine 


6 eR ee 
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ing plate has been redesigned to 
permit a flush application of the 
fastener to the window frame. For 
more complete information write 
the Stanley Works, Dept. AL&BPM, 
New Britain, Conn. 


Concrete Rotary Drill 


The Concrete Termite rotary 
drill depends on a new patented 
rotary pulverizing action rather 


than sharp cutting edges of ham- 
mer-like blows to drill straight, 
clean, true holes through any ma- 
sonry-like material. The drills are 
available in 1/16 inch sizes from 
14 inch to 1% inch diameters. They 
are used with any electric drill. 
For more complete information 
write Concrete Termite Sales com- 
pany, Dept. AL&BPM, 2301 Main 
street, Santa Monica, Calif. 


Custom Built Garage Doors 


R. L. Taylor Inc., announces a 
new custom built garage door serv- 











ice. The company is equipped to 


Hue ORG) Bale 1Bes Bune 


: 
U0 S808 Baie isee 


1x3” & 4” No. 3 Pine Flooring 


4/4 No. 2 & Btr. Magnolia, Elm, 
Sycamore, Hickory, Gum, 
Oak 


% 
= 


Our company has been satisfying buy- 
ers for over 51 years. Try us on these 
feature items and on your other re- 
quirements. We'll be pleased to serve 
you. 
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‘SCOTCH LUMBER CO. 


SOUTHERN PINE a SOUTHERN HARDWOODS 
FULTON, ALABAMA 
Vember 


build doors to exact specifications 
for any size opening. Any type of 
face can be furnished — wood, 
aluminum or steel as desired. 
Doors are built on extruded alu- 
minum, rust-proof frames with an 


Mixed Cars a Spectaity SPIB and NHL A 
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a. 
51 Years of Continuous Operation 


a 


White River has come a long 
way since it sawed its first 
log back in 1896. The little 
White River mill of 1896 
sawed about 40M’ of rough 
lumber in 10 hours. Today's 
modern White River plant 
has a capacity of 350 M’ in 
8 hours. Quality was the 
White River watchword 5] 
years ago— Quality is the 
White River watchword to- 
day. 


.... Since 1896.... 











WHITE RIVER LUMBER CoO., Enumclaw, Wash. | 











ATKINS 


of "T; 
that saw, Pop 


re 
“You sure take ca 


£28 





@ Yes, “Pop” is typical of countless veteran saw users . . . craftsmen still 
using the same fine Atkins “Silver Steel” Saws bought when they first 
entered their chosen trades ...men who know from long experience 
that years of constant service rest lightly on these tougher, keener, 
edge-holding saws. 


It is this proved ability to stand the gaff—to keep on cutting easier, 
cleaner over far longer cutting periods —that has enabled so many 
Atkins owners to successfully weather still-existing saw shortages. 


If you use saws in your own business—whether it's handsaws, 
crosscut saws, wood working saws, or the large mill circulars and 
wide band saws, depend on Atkins for long, low-cost service. 


‘nM: —E. C. ATKINS AND COMPANY 
Home Office and Factory: 
raxzia 402 South Illinois Street, Indianapolis 9, Indiana 


Branch Factory: Portland, Oregon 
Branch Offices: Atlanta, Chicago, New Orleans, New York, San Francisco / 
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Paint Spray System Self-sealing lids protect the paint. 


A new Bradford inner-lock paint CUPS when not in use. For detailed 


WHAT’S NEW? - information write Bradford Prod- 
° spray system, comprising a head 
for attaching to any suction type cts company, Dept. AL&BPM, 


paint spray gun, that permits in- 2021 Cass avenue, St. Louis 6, Mo.. 


i stant changing of disposable paint Lumber Piler 
asphalt board backing. Any type ging Pp p The Mobile Franklin Lumber 


cn aetet ated ae QF Piler ‘is partieuariy’ designed for 
basis. For more complete infor- yard — — ber = a. 
mation and quotations write R. L. sl "ef plliela gate 7 
Taylor inc., 12400 Evergreen road, makes it possible to pile it higher 
Detroit 23, Mich. and to increase daily piling per- 
formance and do the piling job in a 
fraction of the time required by 
hand piling. For information ad- 
dress Stemm Brothers Inc., Dept. 
AL&BPM, Leavenworth, Wash. 


Amcolun Safety Tile 

Amcolun is a homogeneous, com-: 
pact structure, composed of abra- 
sive material and other inert fill- 
and concealed on the front of the: ers evenly distributed. This mate- 
tractor. Each pump operates a rial is bonded together with a heat: 
cylinder through separate valves  cyps containing different colors or resisting thermosetting phenolic 
and enables the operator to raise types of finishes is being introduced resin forming a tile said to be 
or lower either side of the blade hy Bradford Products company. very durable. Aluminum oxide is 
from the seat, while the tractor is The inner-locking device, at the the abrasive used and it is said to 
in motion or standing still. Full flick of the lever, firmly locks the assure long wear and a slip-proof 





















Twin-Controlled ‘Dozers 







Drott twin-controlled tilting 
bulldozers and bullangledozers are 
now sold throughout the country. 
Both ’dozers are operated by 
closed hydraulic system, and have a 
twin pump arrangement, mounted 



























information may be obtained by head to the disposable rigid, metal- surface. The tile averages 2% 
writing Drott Manufacturing cor- bottom paper paint cup for use in a pounds per square foot. It can be 
poration, Dept. AL&BPM, Mil- moment. This permits rapid change- applied over existing wood, con- 
waukee 12, Wis. over from one color to another. crete or steel floors, and is said 











FROM OUR OWN FORESTS AND MILLS 
Carload Quantities 
PONDEROSA PINE, SUGAR PINE, 
DOUGLAS AND WHITE FIR 
YARD STOCK 


Our recently increased timber holdings and added manufacturing facilities 
assure you continued, dependable supplies of Smith-Quality lumber and 
special lumber products. Send us your inquiries for anything made of 













Western Lumber. We manufacture and specialize in Buil 

winc 
Furniture Dimension Venetian Blind Slats, Rails and toda’ 
Glued-Up Stock Fascia dow: 
Carpenters’ and Special Mouldings Ladder Stock only, 
Industrial Shook Ready-to-Assemble Furniture Parts Laed 





We can also supply yard stock in any West Coast Wood. 


: = 


Address all Correspondence to our Kansas City Offices. 


RALPH L. SMITH LUMBER CO. 


1635 Dierks Bldg. Kansas City 6, Mo. Victor 4143 


Member of Western Pine Assn., National Wooden Box Assn., National-American Wholesale Lumber Assn. 
















910 U. S. National Bank Bldg., Portland 4, Oregon. 












Export Sale: 
Cable addre: 
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It pays to order Gate City Awning Windows by the 
catload for two important reasons: 


They move fast. Wherever introduced, 
Gate City Awning Windows win instant popu- 
larity. Demand builds up into repeat carload 
orders because no other type of window offers so 
much. for the money... abundant light—natu- 
tally induced circulation—safety in cleaning— 
indoor installation of storm windows and screens 
— positive no-stick worm and gear operation. 





They bring bigger profits. Our liberal 
catload discount policy brings the cost ’way 
down...assures the dealer of a better profit than 
he gets from other types of sash. Scores of Gate 
City customers all over the country are carload 
repeat buyers... proof that they find it profit- 
able to:buy by the carload. One size (3-36-18) 
answers 75% of their needs. 















GET THE FACTS TODAY! 
Building is stepping up. The market potential for 
windows of advanced design is tremendous. Write 
today for our attractive proposition for complete win- 
dows, windows KD in carload lots and for hardware 
only. Gate City Sash & Door Co., Dept. AL, Fort 
Lauderdale, Florida. 

















Cable address: Frazar, N.Y. 
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"WERE LOW ON GATE CITY 
AWNING WINDOWS AGAIN’ 


“BETTER ORDER ANOTHER 
CARLOAD RIGHT AWAY” 





Expert Sales Representative, Frazar & Company, 50 Church St., New York 7, N.Y., U.S.A. 
Agents in principal cities throughout the world. 


Show your customers 
how to get 


FINE ¢ 
FINISHES 


ON 


FIR 


How? By showing them FIRZITE, and pointing out the 
advantages it gives them. 





This remarkable new sealer . . . available in either Clear 
or White . .. does three jobs at once to dress up Fir Plywood, 
so that it’s right at home in the best company: 


1. TAMES THE WILD GRAIN so that the strongly pro- 
nounced grain figure becomes tasteful and subdued. 
Stains are soft and lustrous. 


2. LAYS THE GRAIN so that painted surfaces are satin- 
smooth. No “hills and valleys,” due to grain-raise . . . 
even on enameled surfaces. 


3. SEALS THE SURFACE so that face-checking is virtually 
eliminated. Beautifully unbroken painted surfaces stay 
that way. 


AND FOR BLONDE, MODERN FINISHES, suggest 
White or Tinted Firzite, wiped off! For tints, it is necessary 
only to mix colors in oil with White Firzite. Feature it, 
too, for undercoats. Firzite seals as it coats. 


Point out, also, that Firzite’s economical to use, because 
it goes on quickly and easily. Requires no careful brushing. 


MAIL THE COUPON FOR FULL INFORMATION ON 
FIRZITE, AND AN EXPLANATION OF OUR INTER- 
ESTING DEALER SET-UP. 


UNITED STATES PLYWOOD CORPORATION 
Exclusive Distributors of Firzite 
Dept. 333 
55 W. 44th St., New York 18, N. Y. 


| 

| 

! 

! 

Gentlemen: 1 
Please send me full details on FIRZITE, and complete information | 
l 

1 

I 

! 

I 

! 






on how I may become a dealer. 





Name 





Company. 





Address. 









City. State. 





not to be affected by most acids 
and alkalies. For more complete 
information write American 
Abrasive Metals company, Dept. 
AL&BPM, Irvington, N. J. 


Home Fire Extinguisher 


Beauty as well as efficiency is 
provided in a fire extinguisher for 
home use. A decorative hanger 


with hand-painted flower design 
holds either one or two Fire-Wand 
units which look like door chimes. 
The units contain compressed car- 
bon dioxide which, when released 
through the funnel, turns to a dry 


snow-like blizzard that blankets the 
burning material and smothers the 
fire. The long cylinder can be held 
in one hand at arm’s length to 
reach the fire from a safe distance. 
For more complete information 
write Tel-O-Post company, Dept. 
AL&BPM, Akron, Ohio. 


Controlling Humidity 

Excess humidity in the atmos- 
phere is responsible for the chill, 
shock and clamminess often experi- 
enced in air conditioned places. The 
Kathabar system of selective hu- 
midity contro] for air conditioning 
is-said to provide personal comfort 
atmospheres. A _ colorful, eight- 
page booklet, Control Humidity If 
You Want to Get the Most from 
Comfort Air Conditioning is being 


offered, without charge to those. 


interested in air conditioning. For 
a copy of the booklet write Surface 
Combustion. corporation, Dept. 
AL&BPM, Toledo, Ohio. 


Fire Retardant Enamel 


A new high gloss fire retardant 
paint has been announced. The 
product, Resistall, can be used for 
both prime and finish coats and can 
be reduced with any of the common 
thinners and tinted with regular 
oil colors without impairing its fire 


retardant qualities. Resistall paint- 
ed surfaces are said not to flash, 
flame or burn, and are coated with 
a film of protection that resists at- 
tacks of fire, weather, moisture, 
salt air and water. The paint can 
be used on wood, plaster, cement, 
metal, insulation board, acoustical 
tile, etc. For more complete details 
write Brytenu Chemical Manufac- 
turing company, Dept. AL&BPM, 
408 Madison street, New York, 
N. Y. 


New Counter Covering 


Shell-Pli is a multi-ply lamina- 
tion with each ply thoroughly resin 
impregnated and cured. It can be 
applied in hot or cold weather with- 
out danger of cracking and can be 
coved where necessary without 
heating or pressing. Shell-Pli is 
said to be rot-proof, bacteria, fungi 
and moldproof and is not affected 
by water, dampness or extremes of 
heat and cold. Also Shell-Pli is 
said not to be affected by fruit 
acids, clorox, alcohol, naphtha, am- 
monia, cleaning fluids and other li- 
quids and foods generally found in 
the kitchen. It is made in linen and 
monkscloth patterns in red, blue 
and tan. Additional patterns and 
colors may be added later. For 
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REGISTERED 


PAUL BUNYAN AND BABE 


The Blue Ox, 47 axe-handles wide between the eyes, pulls the kinks 
out of crooked roads for Paul’s logging trucks. 


Paul ships air dried, surfaced product from Susanville. 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 
Ponderosa Pine 


SUSANVILLE 


White Fir Incense Cedar 
* CALIFORNIA 








FLOORING MILL SUPERINTENDENT 


To take complete charge of Flooring Mill in Northern 
New York State. Must have wide practical experi- 
ence in manufacture of hardwood flooring (Maple, 
Birch and Beech). Must also be capable of supervis- 
ing Plant’s Sawmill operation. Excellent opportunity 
for man who is quality and production minded. Must 
have excellent references and held similar position. 
Salary commensurate with qualifications. 


State by letter your qualifications and if we are in- 


Scribner’s Lumber & Log Book 


Indispensable for lumber merchants, sawmill men, etc, 
190 pages, vest pocket size, giving tables on scantling 
and plank measure, round timber reduced to square 
timber and round logs reduced to inch measure by 
Doyle’s Rule, log tally calculations, and other valuable 
information. Over 2,500,000 copies sold. 





terested, your traveling expenses will be paid to 
New York City for a personal interview. 


CROGHAN MILLS, INC. 
33 West 42nd Street, New York 18, N. Y. - 


75c POSTPAID 


American Lumberman, Inc. 
139 N. Clark St. Chicago 2, Illinois 
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YOU CAN DEPEND ON 


Southern dSrand fn Unibotm Quality 


PRE INISHED ; 
HARDWO OD FLOORING .- 


CH a ee, ase” 


OAK, GUM, BEECH & PINE FLOORING 
i andard strip < 


~ WRAPPED TRIM MOULDINGS — CASING ‘ 
BASE in ARKANSAS. SOFT PINE, bie 


we REO Fg REDE ‘SAP Guy” 
ARKANSAS SOFT PINE AND: HARDWOOD LUMBER 


SOUTHERN LUMBER COMPANY ¥.% 385," 


TRENGTH CCURACY ORK 
WITH AND ITHOUT 
AFETY — BILITY ASTE 


WITH WHELAND MILLS 


Wheland Nos. 371-401 & 481 Wheland No. 45 6’ Band Mill Wheland No. 36 
Carriages for 12" saw Portable Saw Mill 





FIGURE CORRECTLY ; 
WITHOUT EFFORT WHAT'S NEW? 


more..complete details write 


Ht Opricinac()ouner Youngstown Manufacturing Inc., 
HANDY CALCULATOR 


Dept. AL&BPM, Youngstown, Ohio. 


Awning-Type Window 


A new awning-type window that 
provides no-draft ventilation for 
homes has been announced. Super- 


Here's the simplest, fastest, handiest desk 

calculator made. And it's low enough in 

c@st—sd,.that you can have one on every 

dak ‘Order a machine on trial. See for 
sirself how it saves your time in 


® Calculating board feet 
@ Freparing invoices 
@ Estimating jobs 
®@ Determining mark-up 
® Ascertaining gross profit 
@ Figuring commissions 
Add, subtract, multiply, divide quickly, 


correctly—without effort. Fully portable. 
Saves money, time, effort. 


immediate Delivery 
Ask for Bulletin PP-113 


IVAN SORVALL 


Vent windows are available in sizes 
210 Fifth Ave.. New York 10, N. Y. 


to include one to five vents depend- 

















AETNA PLYWOOD 


is a natural for 


INDUSTRY ENGINEERED HOMES .. 


Aetna Plywood is manufactured for a wide variety of uses from 
concrete forms, to the finest interior finishes. It comes in stand- 
ard sizes, length, width and thickness. 


Aetna Plywood is supplied to all standard specifications. If 
you have some particular problem to meet, Aetna’s Engineering 
Department is available to help you. 


When planning your job check with AETNA for the most plenti- 
ful sizes and grades. 


Immediate delivery from the country’s largest ware- 
house stocks, with the widest variety to select from. 
Carload lots or L.C.L., “on the way the very same 
day” is our motto. 


FREE, the latest PLYWOOD BUYING GUIDE, the TELEPLY 
TICKER. Write today. 


PLYWOOD & VENEER COMPANY 
| 1732 BR) Pe Ce ee tb 





ing on window height. A combina- 
tion of two or more windows, placed 
side by side, may be used to achieve 
desired arrangements. All vents 
open outward simultaneously upon 
turning of a small handle at win- 
dow base, and lock securely at any 
desired opening. Vents open to ap- 
proximately 80 degrees horizon- 
tally. The outside of the window 
can be cleaned from the inside. 
Open vents deflect rain or heavy 
wind so there can be ventilation 
at all times. For more complete de- 
tails write Super-Vent company, 
Dept. AL&BPM, 303 W. Monroe 
street, Chicago 6, IIl. 


Snap-On Shelf Supports 


Previously used by stores, Snap- 
On level shelf supports are now 
being packaged for sale to consum- 
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ers for general household use, in 
such locations as pantries, medicine 
chests, cabinets, wall cases, book- 
cases and closets. According to the 
manufacturer, the shelf rests will 
support weights up to 700 pounds 
and can be installed in less than 
two minutes with the aid of a ham- 
mer. The package contains four 


24-inch slotted strips, 16 clips and 
the necessary nails. Strips are 
made of prime steel stock with a 
nickel-plate finish. Mounting holes 
are inserted every six inches. Clips 
snap on or off. For more complete 
details write Wilmac Metal Prod- 
ucts, Dept. AL&BPM, 609 W. Ful- 
ton street, Chicago 6, IIl. 
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NOW AVAILABLE 


TOUGH ASH 


CYPRESS... 
Southern Hardwoods... 


DIXIE 


LUMBER COMPANY INC. 
Conway, S. Carolina 





MAHOGANY 
LUMBER and VENEERS 


ROSEWOOD LOGS 


DIXTs 








LUMBER COMPANY INC. 
$201 Fig St. New Orleans,La. 


LUMBER ROLLS ro storage in 50 % LESS TIME 


The Rapid-Roller Conveyor installed’ at--the 
Forbrush Lumber Company in Hamburg, N. Y. 
reduced handling time 50%. It eliminated+the 
double handling involved in taking the lumber 
out of freight cars . . . loading it onto motor 
trucks . . . and finally stacking it in the storage 
areas, 
Time is money! And when any piece of | 
equipment so drastically reduces the time and 
labor involved in the handling of lumber and 
other building materials that it pays for itself in 
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short order, then it is worth its weight in gold. 

The returns from such an investment are 
many. Deliveries are speeded. A greater volume 
of material is handled. And the Conveyor, after 
paying for itself, works for nothing for years 
and years. Rapid-Roller (and Rapid-Wheel) 
Conveyors are versatile . . . made in 5S’ and 10’ 
lengths, easily assembled into a conveyor line of 
any length. 


It’s wise to Conveyorize with Rapids - Standard 
Conveyors. Fill in the coupon below and mail 
it today to get complete information. 


— ee ee ee ee 


PLEASE SHOW ME HOW I CAN HANDLE 
MORE LUMBER AT NO MORE COST 


OFFICES IN PRINCIPAL CITIES 


a ae 
STEEL FORGED CASTERS oe of aoe + POWER BOOSTERS 


iy Standard Lo../nc 


Sales Div.—Dept. 50, Peoples Nat'l Bk. Bldg., Grand Rapids 2, Mich. 
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AMERICAN ——m woop TRUSSES 
for Warehouses « Stores « Factories « Garages 
FREE—SEND FOR NEW CATALOG TODAY! 


25th Anniversary 1922-1947 


AMERICAN ROOF TRUSS CO. 


Phone PLAza 1772 Phone ADams 1-4379 
6846 STONY ISLAND AVE. 242 W. SANTA BARBARA AVE. 
CHICAGO, 49 LOS ANGELES, 37 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 














CORINTH ahaa Laan 








e Trims both “3 
green and dry a. 
lumber 


e Saw collars ad- 
justable to elimi- 
nate wear 


e Two Speeds 
and Neutral 


e Suitable for 
Sawmill or Plan- | 

ing Mill Installa- (|... 
tion 

e H-60 Riveted Caain 

e Ball Bearing Mandrel 


CORINTH MACHINERY COMPANY 
CORINTH, MISSISSIPPI 
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Favorite flooring of buyers for over 34 years. 
Dependable quality, reliable grades, finest 
manufacture. 










We are now making reasonably prompt 
shipments on heavy Beech and Birch in- 
dustrial flooring. 


H eocnsee WELL 


—_— 
‘ 
Ss Manufacturers 









Lumber Co. 
Michigan 















Every Yard Should Have an 
American Car Door Roller 


Best and cheapest 
helper for loading and 
unloading lumber. 





Often pays for itself in one lumber shipment. Adjustable 
to fit openings 5 to 6 ft. wide: double extension roller for | 
door 5 to 8 ft. wide. 


Can be furnished with wood or steel beam. “American” 
Logging Tools and Appliances best on the market. 










| 
| 





Write for catalog and information. 


AMERICAN LOGGING TOOL CO. 
Evart, Mich. 







































HOUSTON 


Grateless, Air Cooled 


REFUSE 
INCINERATOR 


Engineering Service & 
Estimates Furnished 
Without Charge 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 


HOUSTON 1, TEXAS 











































aetna, 


Independence Lumber 
& Manufacturing Co. 


Independence, Oregon 
Telephone 44 Teletype 370 












Manufacturers 


DOUGLAS FIR 


Boards, Dimension, Plank, Timbers, Lath 









Your inquiries will have our prompt attention. 


— 
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MARKEY ANALYSIS 


Materials production upward; 
construction costs rise, too 

The production trend for nearly all building ma- 
terials showed a definite increase in August over 
July of this year. Structural clay tile, gypsum board 
and cast iron radiation were the only three major 
materials to register a decline. : 

Percentage gains for other materials were as fol- 
lows: Lumber 10 per cent; hardwood flooring 4 per 
cent; red cedar shingles and shakes 20 per cent; soft- 
wood plywood 27 per cent; brick, face and common, 
6 per cent; clay sewer pipe 1 per cent. 

Also, Portland cement 7 per cent; asphalt roofing 
materials 1 per cent; cast iron soil pipe 7 per cent; 
structural insulation board 5 per cent; nails 10 per 
cent. 

Both construction and construction materials con- 
tinued their advance. Private residential construc- 
tion, excluding farm building, increased three per 
cent in September. Farm construction dropped 13 
per cent. Public residential construction remained 
at its August level. The wholesale price index reached 
198.6 per cent, a rise of 2.3 per cent for the month 
of August over July. Of the major materials, struc- 
tural steel registered the largest advance with an in- 
crease of 9.3 per cent from July. Plumbing and heat- 
ing rose 4.2 per cent; lumber, 2.9 per cent; cement, 
1.7 per cent and brick and tile 0.7 per cent. Paint 
and paint materials registered the only decline, 0.8 
per cent. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 397 mills reporting to the 
National Lumber Trade Barometer were 12.8 per cent 
below production for the week ending Oct. 18, 1947. 
In the same week new orders of these mills were 14 
per cent below production. Unfilled order files of the 
reporting mills amounted to 58 per cent of stocks. 
For reporting softwood mills, unfilled orders are 
equivalent to 30 days’ production at the current rate 
and gross stocks are equivalent to 49 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 0.9 per cent above production; orders 
were 2.9 per cent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 17.9 
per cent above; shipments were 5.7 per cent above; 
orders were 11.4 per cent above. Compared-to the 
corresponding week in 1946, production of reporting 
mills was 10.1 per cent above, shipments were 7.7 per 
cent above and new orders were 2 per cent below. 


Western Pine 

The cut by the 101 mills reporting to the Western 
Pine Association for the week ending Oct. 18, 1947 
totaled 70,446,000 board feet. The same week a year 
ago the cut was 69,150,000 feet. Shipments during 
the week totaled 61,984,000 feet; orders totaled 57,- 
648,000 feet. Shipments were 12 per cent below pro- 
duction and orders were 18.2 per cent below produc- 
tion. Unfilled orders on hand at the end of the week 





“WHAT THE ?!$ (*) ?’s HOLDING UP 
THAT LUMBER SHIPMENT? ” 


Brother, we're sorry, but a shortage of box cars, 
estimated at half a million, has created a major 
economic and transportation crisis. Some of our 
mills can ship by rail only ' of production. 


























Selling lumber is our business . . . our life blood. 
But we believe it is unfair to you to continue sell- 
ing items on which shipment is overdue. Therefore 
we are temporarily out of the market, and our 
organization is devoting its entire time to expedit- 
ing shipment of orders on file. 


























Don't forget, during this temporary emergency, 
that we are shippers of the famous Arkansas Yel- 
low Pine, and it will be available again when 
we've discharged our obligation 
to our customers. 
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RAINY LAKE LUMBER CO. Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 


Selling the Products of ) A MA THIEU ltd Rain 


















y Leahe. Ont. 
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FIGURE CORRECTLY 


WITHOUT EFFORT 


with 
— QOpricinat DHNER 


HANDY CALCULATOR 











Here's the simplest, fastest, handiest desk 
calculator made. And it's low enough in 
cost—so that you can have one on every 
desk. Order a machine on trial. See for 
yourself how it saves your time in 

®@ Calculating board feet 

®@ Preparing invoices 

@ Estimating jobs 

®@ Determining mark-up 

® Ascertaining gross profit 

®@ Figuring commissions 
Add, subtract, multiply, divide quickly, 


correctly—without effort. Fully portable. 
Saves money, time, effort. 


Immediate Delivery 
Ask for Bulletin PP-113 


IVAN SORVALL 


210 Fifth Ave., New York 10, N. Y. 


















ful sizes and grades. 


day” is our motto. 
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WHAT’S NEW? 





more complete details write 
Youngstown Manufacturing Inc., 
Dept. AL&EBPM, Youngstown, Ohio 


Awning-Type Window 


A new awning-type window that 
provides no-draft ventilation § for 
homes has been announced. Super- 





Vent windows are available in sizes 
to include one to five vents depend- 





Van) Wok av iel:) i 


is a natural for 


INDUSTRY ENGINEERED HOMES 


Aetna Plywood is manufactured for a wide variety of uses from 
concrete forms, to the finest interior finishes. It comes in stand- 
ard sizes, length, width and thickness. 


Aetna Plywood is supplied to all standard specifications. If 
you have some particular problem to meet, Aetna’s Engineering 
Department is available to help you. 


When planning your job check with AETNA for the most plenti- 


Immediate delivery from the country’s largest ware- 
house stocks, with the widest variety to select from. 
Carload lots or L.C.L., “on the way the very same 


FREE, the latest PLYWOOD BUYING GUIDE, the TELEPLY 
TICKER. Write today. 


PLYWOOD & VENEER COMPANY 
£12] ELSTON, CHICAGO 22, ILLINOIS. 
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ing on window height. A combina- 
tion of two or more windows, placed 
side by side, may be used to achieve 
desired arrangements. All vents 
open outward simultaneously upon 
turning of a small handle at win- 
dow base, and lock securely at any 
desired opening 
proximately 80 horl; 
tally. The outside of the window 
can be cleaned from the ins 
Open vents deflect rain or heavy 
wind so there can be ventilation 
at all times. For more complete ce- 
tails write Super-Vent company, 
Dept. AL&BPM, 303 W. Monro 
street, Chicago 6, Ill. 


Vents open to ap- 


deyrees 


e 


Snap-On Shelf Supports 
Previously used by stores, Snap- 

On level shelf supports are now 

being packaged for sale to consum- 





| 











- 
a ee 




















ers for general household use, in 
such locations as pantries, medicine 
chests, cabinets, wall cases, book- 
cases and closets. According to the 
manufacturer, the shelf rests will 
support weights up to 700 pounds 
and can be installed in less than 
two minutes with the aid of a ham- 
mer. The package contains four 


» 
»»* 
7 









,* 





24-inch slotted strips, 16 clips and 
the necessary nails. Strips are 
made of prime steel stock with a 
nickel-plate finish. Mounting holes 
are inserted every six inches. Clips 
snap on or off. For more complete 
details write Wilmac Metal Prod- 
ucts, Dept. AL&BPM, 609 W. Ful- 
ton street, Chicago 6, IIl. 
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MARIE ANALYSIS 
Materials production upward; 
construction costs rise, too 
The production trend for nearly all building ma 


rials showed a_ definite August ove} 
Structural clay tile, gypsum board 

















Increase Mh 
ly of this yveai 
d cast iron radiation were the only three major 

naterials to register a decline 

Percentage gains for other materials were as fol- 

ws: Lumber 10 per cent; hardwood flooring 4 per 
cent; red cedar shingles and shakes 20 per cent; soft- 

od plywood 27 per cent; brick, face and common, 

§ per cent; clay sewer pipe 1 per cent. 

Also, Portland cement 7 per cent; asphalt roofing 
materials 1 per cent; cast iron soil pipe 7 per cent; 
structural insulation board 5 per cent; nails 10 per 
cent. 

Both construction and construction materials con- 
tinued their advance. Private residential construc- 
tion, excluding farm building, increased three per 
cent in September. Farm construction dropped 13 
per cent. Public: residential construction remained 
at its August level. The wholesale price index reached 
198.6 per cent, a rise of 2.3 per cent for the month 
of August over July. Of the major materials, struc- 
tural steel registered the largest advance with an in- 
crease of 9.3 per cent from July. Plumbing and heat- 
ing rose 4.2 per cent; lumber, 2.9 per cent; cement, 
1.7 per cent and brick and tile 0.7 per cent. Paint 
and paint materials registered the only decline, 0.8 
per cent. 


Current Statistics on 
Output and Distribution 

Lumber shipments of 397 mills reporting to the 
National Lumber Trade Barometer were 12.8 per cent 
below production for the week ending Oct. 18, 1947. 
In the same week new orders of these mills were 14 
per cent below production. Unfilled order files of the 
reporting mills amounted to 53 per cent of stocks. 
For reporting softwood mills, unfilled orders are 
equivalent to 30 days’ production at the current rate 
and gross stocks are equivalent to 49 days’ production. 

For the year-to-date, shipments of reporting iden- 
tical mills were 0.9 per cent above production; orders 
were 2.9 per cent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 17.9 
per cent above; shipments were 5.7 per cent above; 
orders were 11.4 per cent above. Compared to the 
corresponding week in 1946, production of reporting 
mills was 10.1 per cent above, shipments were 7.7 per 
cent above and new orders were 2 per cent below. 


Western Pine 

The cut by the 101 mills reporting to the Western 
Pine Association for the week ending Oct. 18, 1947 
totaled 70,446,000 board feet. The same week a year 
ago the cut was 69,150,000 feet. Shipments during 
the week totaled 61,984,000 feet; orders totaled 57,- 
648,000 feet. Shipments were 12 per cent below pro- 
duction and orders were 18.2 per cent below produc- 
tion. Unfilled orders on hand at the end of the week 
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RA BER CO. Ltd. 
SALES OFFICE: 2020 Conway Bldg., CHICACO 2, ILL. 


Selling the Products of J A. MA THIEU, Ltd, Rainy Late. Ont. 
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EASY TO RUST- 
INSTALL | Gee = PROOF 


LOUVERS 
FOR ATTIC VENTILATION 


Acid-Resisting Corrosion-Proof 
No streaks on wall 
Face Frame is Masonite Presdwood 
No seams * No Spotwelds * Norivets * No screws 


SPECIAL LOUVERS FOR NEW CONSTRUCTION 


Easy to install . . . No exposed nails 
STANDARD LOUVERS LUMITE PLASTIC SCREEN 
Installed from inside No strain, no rust, no corro- 
Made in 11 sizes. sion—Outlasts metal. 


All Louver Boards free from frame to allow for Expansion. 


ALL ALLOW UNOBSTRUCTED, MAXIMUM VENTILATION 
ALL LAST FOR THE LIFE OF STANDARD BUILDINGS 
ALL MAKE GOOD PROFIT — SATISFIED CUSTOMERS 


A. D. HEMPHILL CO. 


114 Franklin Street Lake City, Minnesota 






































A. W. Lingaas H. G. “Harry” Dowson 


Rogue Lumber Sales Co. 


P. O. Box 707, Medford, Ore. 
| Phone: Central Point, Ore. 1091 

| * 

Specializing in the distribution of 


All West Coast Woods 


In addition to doing a general wholesale business, 
our company operates a concentration yard at Cen- 
tral Point, Ore., to which we bring in only the best 
rough stock from small and medium-sized mills. 
Here we have storage facilities for over 5,000,009 
feet—and in line with consumer demand for dry 
lumber, we’re utilizing our air-drying facilities as 
fully as possible in order to service our customers. 
We invite your inquiries. 


Exclusive sales agents for 
L & H Lumber Co. 
Specializing in 2x4-8" Studs 
and 


Jackson Creek Lumber Co. 
Standard Yard Items 








Reputable Sales Representatives throughout the Nation. 











116 


LUMBER MARKET 





totaled 183,021,000 feet compared with 211,646,000 
feet a year ago. Gross stocks stood at 760,838,000 
feet compared with 710,083,000 feet for the cor- 
responding period in 1946. 


Southern Pine 

Production of Southern Pine by the 101 mills re- 
porting to the Southern Pine Association for the 
week ending Oct. 18, 1947 totaled 16,154,000 feet. 
This was 0.57 per cent above the three-year average 
for the same mills. Shipments for the week ending 
Oct. 18 totaled 17,578,000 feet. This was 9.43 per 
cent above the three-year average for the same mills. 
Orders placed during the week totaled 14,915,000 feet 
or 7.67 per cent below production for the week. 


In the Market Centers 

TACOMA—Demand for virtually all good grades 
of lumber continues to be heavy despite high prices. 
Production is good. The main problem confronting 
the industry is that of delivery. There is little argu- 
ment over-price;.the chief factor with most buyers is 
the seller’s ability to deliver promptly. This puts the 
problem squarely up to the railroads and most lines 
report increasing difficulty in obtaining sufficient cars 
to keep pace with customer demands. Currently, all 
seems quiet along the labor front. 

SEATTLE—tThe largest inventory of logs in Puget 
Sound in many years is taxing booming and rafting 
facilities to the utmost. Logs are stored in all avail- 
able places, but the congestion is so great some camps 
have had to close. The most significant development 
in the lumber market the past two weeks has been 
the strengthening of dimension. Huge orders for the 
atomic bomb project in Eastern Washington are be- 
lieved responsible, also for forcing prices to $63 to 
$70. Upper items range anywhere from $140 to $180 
for vertical grain flooring and from $160 to $170 for 
flat grain. Boards are strong, but not as strong as 
dimension and bring $62 to $66. It is still a seller’s 
market with trading depending on shipping time and 
price. Buyers find it very difficult to shop around for 
lower prices. The car shortage in Oregon is still as 
bad as ever. 

KANSAS CITY—The lumber market in the south- 
west is still going one way—higher. Mill prices in the 
last few days were hiked on the average of $2 to $3 
a thousand feet for virtually all grades of yellow 
pine. Contractors are bidding fantastic prices. for 
spot delivery; consequently, the retailer with old 
order files has been unable to get much, if any, lum- 
ber. Mills prefer to ship their latest orders which 
average more than $5 per thousand higher than orders 
received during the summer. Each week finds more 
smaller operators getting back into production as the 
current high price permits’ a handsome profit. The 
common labor supply, ample all summer, is getting 
tighter. Here are some of the key price items listed 


by lumber dealers: 1x6 air dried boards at $78; | 


kiln-dried at $80; 1x8 air dried boards at $80; kiln- 


dried at $85 to $85; 2x4, 2x6 and 2x8 common dimen- 3 


sion, air dried at $70 to $73; kiln-dried at $73 to $75. 


Finish generally was quoted at $160 with some mills 3 


obtaining as much as $175. No. 2 gum was bringing 
$350; No. 1, $85 to $90; FAS, $105 to $115. No. 2 
common oak is priced at $58 to $60. 
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Order now! 
GET PROMPT DELIVERY ON 


RILCO RAFTERS 


for Needed Farm Buildings 






















Rilco Barns are available 
with or without driveways 


Vv 


@ Rilco construction offers values that are important to every 
builder of farm or commercial structures. The Rilco way of 
building is popular everywhere. Rilco framing makes easy 
sales. Right now you can get prompt delivery to fill all needs. 

Rilco Rafters are engineered and factory-built for barns, 
machine sheds, poultry houses and brooder houses. Help 
your customers plan their new farm buildings with post-free, 
brace-free sturdy Rilco construction. 


At today’s farm price level it takes fewer farm products 
to pay for needed farm buildings. 




















Laminated PRODUCTS, INC. 


1680 FIRST NATIONAL BANK BLDG., ST. PAUL1, MINN. 
Eastern Division: WILKES-BARRE, PA, ° Western Division: SUTHERLIN, ORE. 




















DON’T CARRY IT— 


CONVEY IT 


Cut handling costs — 


For Immediate Delivery 


Streamline Birch Flush Doors 
24"—28"—30" —— 32" x 6'8" x 134" 


FIVE TO A CRATE 





increase safety—reduce 
manual handling with 
conveyors. Eliminate 


*2—4 Cross Panel Doors 


those costly time wast- 





ing steps between cars, 
piles and storage 
sheds. Let conveyors 
provide fast, low-cost 
and speedy handling 
of your products. 


Get complete informa- 
tion today — write for 
Bulletin No. AL-117. 
: Standard Conveyor Company 


General Offices: 
| North St. Paul 9, Minnesota 





GRAVITY & POWER 
CONVEYORS 






3UILDING Propucts MERCHANDISER 


24" 28" 90" ——— 32" 2 68" 2 144" 
SEVEN TO A CRATE 
FOB Sardinia, O. 


HARDBOARD 
Light Colored Surface 
Vg" x 4° x 12" 


Finnish Birch Plywood 
All Thicknesses and Grades 


mussman and shafer. ine.. 
15 East Third Street 
cincinnati 2. ohio. u. s. a. 
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AL&BPM Editorial Changes 


Several changes in the editorial 
staff of AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
were announced Nov. 1 by Herbert 
A. Vance, publisher. 

Henry Garnjobst Jr. has been 
appointed managing editor. He will 
succeed William §. Milburn, who 
has held the position for the past 
three years. Mr. Milburn resigned 
Nov. 1 and announced plans to 
enter the free-lance writing field. 

Mr. Garnjobst is well qualified by 
education and experience to assume 
his new duties. A graduate of Ore- 
gon State college and Northwestern 
university, the new managing ed- 
itor has been connected with the 
American Lumber & Treating com- 
pany for the past six years. Since 
1946 he was manager of that com- 
pany’s news bureau. 

Richard C. Art joins the AL& 


IN THE MEWS 


BPM staff as associate editor. He 
has had several years’ experience in 
advertising and publishing. Prior 
to that he attended the University 
of Washington and Northwestern 
university, graduating with a ma- 
jor in marketing and advertising. 

The balance of the staff will not 
be affected by the changes. Arthur 
A. Hood continues as editor. As- 
sociate Editors Richard W. Doug- 
lass, Barbara F. Johnson and L. 
Morgan Yost, AIA, remain at their 
posts. R. Y. Kerr, Washington ed- 
itor, and J. F. Schaffhausen, farm 
building consultant, continue in 
their regular capacities. 


Biles-Coleman Sets Up 
Forestry Scholarship 


A $500 annual forestry scholar- 
ship for a graduating senior of 
Omak High school has just been 
established by the Biles- Coleman 


Lumber company, Omak, Wash., 
manufacturers of Ponderosa pine. 

Ross McNett, president of the 
company, announced the scholar- 
ship in conjunction with Dr. Ray- 
mond Allen, president, University 
of Washington, Seattle. 

In June the company presented 
to the high school a 100-acre forest 
tract to be used as an outdoor 
laboratory in the study of natural 
sciences, including forestry. 


E. W. Daniels Renamed 
Chairman of Douglas Fir 
Plywood Committee 

For the tenth consecutive term, 
E. W. Daniels, president, Harbor 
Plywood corporation, Hoquiam, 
Wash., is chairman of the Douglas 
fir plywood industry management 
committee which directs product 
development and promotion activi- 
ties undertaken jointly by Pacific 
northwest panel makers. 

Committee members, include: 
Norman O. Cruver, president, 
Wheeler, Osgood company; Her- 
man E. Tenzler, president, North- 
west Door company; and Charles 
E. Devlin, managing director, 
Douglas Fir Plywood association, 
all of Tacoma; Frost Snyder, presi- 
dent, Vancouver (Wash.) Plywood 


















\ draft or rattle. 


U.S. Pat. No. 2,187,412 


There’s rea! economy in handling and installing Air-tite i 
Window Stays. One 2peration takes command of any double- 
hung window for balancer action and weather-stripping 
benefits — saving over 50% in time and materials. These are 
real benefits to pass on to the house-buying public. 


Air-tite Window Stays, set in both upper and lower sash, 
apply evenly-distributed pressure toward the parting bead. 
The plunger of each Stay expands or contracts against 18 
snug-fitting 


lbs. of spring action, 
windows under all conditions. 


Architects, builders, dealers 
and jobbers are invited to 
write for full installation 
specifications and prices. 








/ 1. BALANCER ACTION — for free- 


sliding sash without spirals, pulleys, 
weights or cords. 


2. WEATHER-STRIPPING BENEFITS 


— insure snug-fitting sash; no dust, 


affording free-sliding, 





NEW BAND RIP & RESAW BLADES 


For Immediate Delivery 
72—New Band Rip Saw Blades, 4”x22’6”x18 Ga. 
x 14” TS. Special Low Price Each $31.50. 
96—New Band Resaw Blades, 5”x22’x1l8 Ga. x 
1144” TS. Special Low Price Each $38.50. 
Mail check with order for number of blades wanted. 


Orders will be accepted and filled only until lot of blades 
listed above are sold. 


UNITED SAW & TOOL CO. 


1965 E. Milwaukee Ave. 
Detroit 11, Michigan 

















| 
Established 1850 | 


Cross, Austin & Ireland 
Lumber Company 


1246 Grand St. 
Telephone Evergreen 8-9000 | 


Lumber - Timber - Millwork 








Brooklyn 6,N. Y. | 
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Booth-Kelly Lumber is produced 
from fine quality old-growth 
Douglas Fir logs 














. Bectltell 









Good 
Growth Quality 
: “LUMBER CQ Grades. 


CUGENE ORE 
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NTavta tell at 
Now Re LOW OVERHEA 











CLOSED HALF OPEN OPEN 













OVERHEAD DOOR 
HARDWARE 


Tavart’s new Model T1-L3 features low 
overhead clearance, only 3”, plus the 
regular Tavart feaiures: It’s all on the 
jamb, no tracks, no weights, no pulleys. 
Nothing to get in the way and obstruct 
side wall or ceiling space. 


Tavart Garage Door Hardware saves 
time and money. Easily installed by one 
man. Steel throughout. Built for a lifetime 
of trouble-free operation. 


All Tavart models distributed through 
leading hardware jobbers. 


TAVART COMPANY, LTD. (i227: 
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Helps You Sell... 
Storm Sash 


TT 

























Don’t Worry About Refitting 
Protected against swelling and shrinking, WOODLIFE 
treated storm sash saves many complaints. The paint 
job is better and longer lasting and they don’t rot. 

About 10 cents covers your customer’s cost for 
WOODLIFE treatment and this shows you a good profit 
percentage. 


Protection Products Mig. Co. 


CHEMICAL PRESERVATIVES Since 192] 











Mirs. of 


Research Laboratory and Plant KALAMAZOO, MICH. 
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’ Urania manufacturing 4 
, | facilities are complete | 

and modern throughout. | 


























Let This Big, Modern 
Urania Mill Serve You 


Urania has every modern facility for quality lumber 
manufacture. Behind the well-equipped Urania mill 
is a permanent supply of Yellow Pine and Hardwood 
timber. Urania has been operating on a selective 
cutting, cyclical basis since 1904. For dependable 
quality you can’t beat Urania lumber. 


The URANIA LUMBER CO., Ltd. 
URANIA, LA. 


Lumber Manufacturers and Tree Farmers 
Members S.P.A., S.P.1.B., Southern Hardwood Producers 
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and Veneer Vancouver 
and Tacoma. 

Robert E. Seeley, vice president, 
Simpson Logging company, Seat- 
tle; Arnold Koutonen, general man- 
ager, plywood division, St. Paul 


company, 


Isgren will have charge of 
production for LeTourneau 


ELMER E. ISGREN, pioneer mem- 
ber of R. G. LeTourneau, Inc., 
Peoria, Ill., has been named vice 
president in charge of production. 
Mr. Isgren, manager of LeTour- 
neau’s Longview, Tex. plant for 
the last year, will be responsible 


for all manufacturing operations 
and Tacoma Lumber company, s oes : 
Olympia; Thomas B. Malarkey S en ae 
c x . : . 
: ’ hg Peoria, Ill.; Toccoa, Ga.; Vicks- 


vice president, M & M Wood Work- 
ing company, and B. V. Nancock, 
vice president, Cascades Plywood 
corporation, both of Portland, Ore. 


burg, Miss., and at Longview. 


Mr. Isgren joined LeTourneau 
at its original Stockton, Calif. 
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We are now able to offer the following stock 4 
which is thoroughly dry: i, 


2 cars ae No. 2 Com. & Btr. Appalachian 
Red 

2 cars 8/4 No. 2 Com. & Btr. Appalachian 
Hickor 

a/h s.w. & Btr. Appalachian White Oak 

2 cars 4/4 No. 2 C 

2 cars 8/4 No. 2 Com. Poplar 


GEO CMW 


om. & Btr. Beech 








care. Every foot of Ozan Pine 
carefully kiln dried 


under cover. 


harvest basis. 
timber protection are 
standard practice at Ozan. 





and kept 
Accurately graded, 
Ozan Pine runs uniform in quality. 

Ozan operates on a selective 
Reforestation and 
regular 


O/7A N) svoencar PINE coscee 


Ozan Pine is produced from 
choice Arkansas shortleaf timber. 
It is manufactured with scrupulous 


is 
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LUMBER COMPANY 


PRESCOTT e ARKANSAS 
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LUMBER FOR 
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Craig Mountain has large timber re- 
serves to meet the future requirements 
of its many customers who have come 
to prefer this famous soft, altitude- 
grown Pine. 


Member Western Pine Assn. 














plant in 1930. He is now a direc- 
tor of the company. He is recog- 
nized as a pioneer in the adoption 
of new and better processes and 
methods in welding manufacture, 


Menninger will head motor truck 
dealer service for International 


W. K. Perkins, manager of sales, 
International Harvester Motor 
truck division, announces the ap- 
pointment of GEORGE S. MEn- 
NINGER as supervisor of motor 
truck dealer service, replacing C., 
W. Leslie, who has been appointed 
retail manager at the newly 
opened Archer Avenue service sta- 
tion. in Chicago. 

Menninger began his Harvester 
career at Amarillo, Tex. in 1933 
and served in various sales and 
service capacities until he came 
to Chicago in July, 1942 as assist- 
ant sales engineer. 


E. W. Christian, Kentucky 
Hardwood Lumberman, Dies 


E. W. Christian, 86, partner with 
his son A. E. Christian, of the 
Christian Lumber company, Mon- 
ticello, Ky., died Sept. 6.. 

Mr. Christian was one of the 
oldest active hardwood lumbermen 
until his retirement a few years 
ago. He had been associated with 
the Laurel Creek Stave and Lum- 
ber company and was one of the 
founders of the Tennessee Lumber 
& Coal company and Oneida & 
Western Railroad company. He 
formed the partnership with his 
son in 1923. 


Eckenhoff named sales manager 
for Quality Appliances 


Roberts & Mandor Corp., Hat- 
boro, Pa., makers of Quality Ap- 
pliances, announces the appoint- 
ment of W. B. ECKENHOFF as sales 
manager. 

At the same time, H. S. Minster, 
president, announced that Mr. 
Eckenhoff would exercise general 
supervision and direction of the 
company’s expanding sales and 
marketing program. Mr. Ecken- 


hoff succeeds John H. Emery who | 


died Aug. 24. 


E. E. Embree, Illinois 
Lumber Dealer, Dies 


E. E. Embree, 70, president of 
E. E. Embree and Sons, DeKalb, 
Ill., died Oct. 11. 

In 1902 Mr. Embree became as- 
sociated in the retail lumber and 
coal firm of Mosher and Embree. 
In 1923 he became sole owner of 
the firm. In 1936 he took his tio 
sons, Waite and Henry, into part- 
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OVER 
THE 


5Q Y£ARS O 
LUMBER BUYINC 
NOW IN OUR 35TH YEAR, WE ARE 


GIVING BETTER THAN. EVER. SERVICE . 
TO ALL CUSTOMERS. 


Southern Pine & Hardwoods- « West Coast Woods « Piling’ + Lumber 



















SER VICE 
Li. me 











FOR SALE 
HARDWOOD LUMBER 








Primavera - Habillo 
Rosa Morada 


All Thicknesses & Grades 











Prompt Shipment — Market Prices 
N.H.L.A. Grading Rules To Govern 


PENBERTHY LUMBER 
COMPANY 


5800 South Boyle Avenue 
Kimball 5111 


Los Angeles 11 

















STOP End Checking! 


No. 464-A Lumber sealing compound is a 
specially developed “end coating” that 
produces amazing results. 


Not a “lead and oil” paint but a new 
product designed to do a particular job. 


Can be applied with spray gun designed 
for heavy bodied materials or by brush. 
Color is black. 


Any mill, lumber dealer or manufacturer 
who stores lumber can effect very substan- 
tial savings. 





| Reports have been received that use of the 

| compound has resulted in savings amount- 
ing to thousands of dollars worth of lumber 
previously lost due to “end checking.” 


Wire or write today for 
full particulars. 


| The Akron Paint and Varnish Company 


| AKRON 1, OHIO 
EST. 1878 | 


























Quality Lumber 
for 59 Years 






California Sugar Pine 
‘Ponderosa Pine 
, Western White Spruce’ 


Industrial Box Shook 


oo 


_ WINTON LUMBER SALES CO., oskay “/ower, MINNEAPOLIS 2, MINN. 





(21 








nership under the name E. E. Em- 
bree and Sons. These two sons are 
among his survivors. 


Daniel L. Senft, President, 
Baltimore Lumber Firm, Dies 


Daniel L. Senft, 62, former pres- 
ident and general manager of the 
Canton Lumber company, Balti- 
more, died Oct. 7. 


Mr. Senft had been connected 
with the lumber industry all his 
life and retired from the Canton 
firm only a short time ago. 


Bryant D. Crum, Kirby 
Representative, Dies 


Bryant D. Crum, 67, head of the 
Crum and Kepner company, Cleve- 
land, died Oct. 13. 


Mr. Crum was a native of Ala- 
bama, but moved to Cleveland as 
a representative of the Kirby Lum- 
ber company, Houston, in 1924, and 
had represented that company ever 
since. 


MODERN one-story building shown here is the new plant of the J. R. Clark company, 
manufacturers of the Rid-Jid line of ironing tables, ladders and other household wooden- 


ware. 


It is located in a 20-acre setting on Lake Minnetonka. 
pletion and occupancy is planned late this year. 


Construction is nearing com- 
Post office address after Jan. 1 will 


be Spring Park, Minn. 





Companies Announce 

3UILDING PRODUCTS SUPPLY COM- 
PANY INC., 1042 Central Industrial 
avenue, St. Louis, has been organ- 
ized as a wholesale concern han- 
dling building specialties. 


FLINTKOTE COMPANY, New York, 
won first place in the building ma- 
terials classification in the Direct 
Mail Advertising association’s 1947 
Direct Mail competition. Flint- 
kote has won awards in the com- 
petition in four other years. 








Consolidation of EVANS PROop- 
UCTS COMPANY’S molded plywood 
division is announced by E. §&. 
Evans Jr., president, with the 
transfer of the company’s research 
and experimental laboratory and 
pilot manufacturing plant at Ven- 
ice, Calif., to the molded plywood 
manufacturing plant at Grand 
Haven, Mich. 


California Sugar & Western 
Pine Agency Inc., has been incor- 
porated as of Oct. 1, 1947. Hugh 








SELLING THE PRODUCTS OF 


*THE McCLOUD RIVER LUMBER 
COMPANY 
McCloud, Calif. 
*THE SHEVLIN-HIXON COMPANY 
Bend, Oregon 


*Member of the Western Pine Associa 
tion, Portland, Oregon. 











Fog ee Foc Woodloeh 


1604 Graybar Bldg. 
Mohawk 4-9117 


DISTRIBUTORS OF 


SHEVLIN PINE 


Reg. U. S. Pat. Off. 
EXECUTIVE OFFICE 
900 First National Soo Line Building 
MINNEAPOLIS, MINNESOTA 


DISTRICT SALES OFFICES: 


NEW YORK CHICAGO 








SPECIES 


PONDEROSA PINE 
(PINUS PONDEROSA) 


SUGAR (Genuine White) PINE 
(PINUS LAMBERTIANA) 








1863 LaSalle-Wacker Bldg. 
Telephone Central 9182 


SAN FRANCISCO 
1030 Monadnock Bldg. 
Exbrook 7041 











LINDSEY 
Self -Loading 
Skidders 


are used with either team 
or tractor. On short hauls, 
snaking, and bunching 
logs, they are unexcelled. 


Lindsey Wagon Co. 


Sole Manufacturers 
Laurel, Miss. 
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Gives Siding Jobs Improved 
Protection and Appearance 


On every Asbestos Siding job, 
where appearance is essential, you 
can save valuable time, simplify 
fitting at corners and along wine 
dow and door frames, give added 
protection, by using individual 
zine corner strips . . . Made of 
oxidized zine . . . will not stain. 
Lengths suitable for any Asbestos 
Siding Shingle. For complete de | 
tails write 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomo, Ind. 
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IN SUMMER: Double foil aluminum with triangu- 
lar air cells RETECTS heat rays with double efficiency 

. equals 6" rockwool. 

IN WINTER: Infra conserves heat with negligible 
conduction, and turns back 95% of heat-rays, giving 
unusual heating economy. Equals 3.97” rockwool. 

THE YEAR ’ROUND: INFRA insulates against 

heat, vapor, condensation, fire, ver- 
min and mold with unequalled effi- 
ciency. Infra offers a clean, sanitary, 
light-weight insulation... easiest to 
handle, store, ship and install. Write 
for information and samples. 


THERMAL FACTORS STAMPED ON 
EVERY INFRA CARTON 


ALUMINUM AND TRIANGULAR 


REJECTS ° AIR CELLS 
INFRA-REO RAYS INC CONSERVE WINTER HEAT 


REPEL SUMMER SUN 
10 MURRAY STREET: NEW YORK,N.Y 





Keep Up YOUR Turnover 1 
By Ordering -- -- -- 


MIXED CARS OF 
DAVIS QUALITY PRODUCTS 





IN ONE CAR WE CAN SHIP: 


Southern Southern 


Pine Hardwoods 
Dimension Elm 


Flooring Ash 

Drop Siding Beech 

Shiplap & CM 

Interior Trim Red and Sap Gum 


and Mouldings Red and White Oak 
Dependable Quality — Prompt Service 


DAVIS BROS. LUMBER CO. 


| on 
Ansley, Louisiana 
Serving Quality Buyers for More Than 60 Years 


Buitpinc Propucts MERCHANDISER 
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OSHKOSH, WISCONSIN 








Sitka Spruce Lumber 


and 


Box Shook 


POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 


Hoquiam, Washington 








































L. Smith has been elected president 
of the corporation and A. C. Ahrens 
has been elected vice president and 
sales manager. The corporation is 
located at No. 1 Montgomery street, 
San Francisco, and has been in 
business for the, past 45 years. 


Effective immediately, the new 
address of the eastern sales repre- 
sentative of WEST COAST LUMBER 
MILLS is 880 Bergen avenue, Jer- 
sey City, N. J. Telephone is JOur- 
nal Square 5-6453. 


E. H. BOECKH & ASSOCIATES, con- 
sulting valuation engineers, are es- 
stablishing headquarters at 1406 
M street N. W., Washington 6, 
D. C. The company was formerly 
located in Cincinnati. 


HINDERLITER TOOL COMPANY DI- 
VISION of the H. K. PORTER COM- 
PANY INC., Tulsa, Okla., announces 
its acquisition of all manufacturing 
rights for “Nail-It” pipe couplings, 


“Nail It” mud guns, “Nail It” 
swivel joints and pump suction 
couplings. Manufacture of these 
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HUTTIG Sash & Door company, Dallas, Tex., has completed its new building which will han- 
dle wholesale distribution of windows, doors, frames, cabinets, garage doors and other build- 
ing products. The company is a subsidiary of the Huttig Sash and Door company, St. Louis. 





New York, on or about Nov. 1. 
The new plant will combine all 
eastern plants and offices. Tele- 
phone is Garden City 7800. 


products will begin immediately at 
the Tulsa works under the new 
trade name of “Nail-it-Kwik.” 


The interest of V. E. Johnson in 
the ROGUE LUMBER SALES COM- 
PANY, Medford, Ore., has been pur- 
chased by Harry Dowson and A. W. 
Lingaas. The company is engaged 
in the general wholesaling of for- 
est products and will be continued 
under the same name. 





TOURNALAYER SALES DIVISION, R. 
G. LeTourneau Inc., announces the 
opening of a division office at 5007 
E. Washington boulevard, Los An- 
geles; telephone Angelus 1-0633. 


Appointments and Promotions 


Appointment of WILLIAM  L. 
PLATT as Boston district sales 
manager for the Columbia chemical 
division of Pittsburgh Plate Glass ‘ 


GENERAL BRONZE CORPORATION 
announces the removal of its plant 
to Stewart avenue, Garden City, 
























H. B. Jordan, Gen. Mgr. 
J. B. Deutsch, Detroit Mgr. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 





STRAIGHT lumber, 


peeled as 


poate setetd=) Mm oleh’ milel d-Tol-1o] (-10 MBS detest =m 


ITS COST IN 30 TO 60 DAYS. 


Phones 1292 and 3111 


C. M. Jordan, Treasurer 


Clarke County Lumber Mills 


Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 





MINER’S EDGER WITH SKF 
BALL BEARINGS 


Lightest running. SPECIAL FEATURES: Van- 
able feed for light power, guide rail and spurs 
well-balanced 


MINER EDGER WORKS 


Meridian, Mississippi 











P 

: 

SPOT SASH CORD 
WITH WEIGHTS AND naan : 


— the one method of hanging windows that has ; 
been proved by generations of actual use to’ pro- i 4 
vide perfect and permanent balance. s 


The Colored Spots are our Trade Mark, Reg. US. Pat. Off. 


SAMSON CORDAGE WORKS, BOSTON 10, MASS. 
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D. M. McCLINTock LUMBER Co. 


Terminal Sales Building, PORTLAND 5, ORE. 
Telephone: Atwater 9355 





Douglas Fir, Red Cedar, Sitka Spruce 


IT CLEARS and Hemlock Lumber Shingles 


Mill Agents for 
Engle & Worth Lumber Co., McMinnville, Oregon 
Timber, Inc., Harrisburg, Oregon 





Luckiamute Lumber Co., Pedee, Oregon 


me 














—— 
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A WEDGE WITH ADVANTAGES NEVER 
BEFORE POSSIBLE! © 

itooey morte, Saminn plus light - weight merits of 
WORK TESTED DESIGN FEATURES: 
Harmless to saw teeth (save | to 4 chain saws per 
year!) "Burr Proof" heads; "Safety Bead *; 
" Enter-Easy" points. > 
Write today for full information. For maximum per- 
formance ask about our specially designed snaet / 


Michigan Wedge Co., Sturgis, Mich. 


MAGNESIUMAHEDGE 
















OUR REQUIREMENTS 
@ LUMBER 
@ MOLDINGS 
@ PLYWOOD 
@ SASH and DOORS 


| 
t : 
<n \) BUILDING INDUSTRIES, tne. 








sence 


Wholesale Distributors 
907 EAST MICHIGAN STREET . , INDIANAPOLIS 6, IND. 














STEWART Iron and Wire Products 
are profitable to handle! 





Lumber dealers everywhere are finding ‘: well 
worth their while to tie in with Stewart as their 
source of supply for iron and wire building 
products. Stewart manufactures Chain Link 





























Wire and Iron Picket Fences for all types of ~ er a 
property; also such items as Wire Window Wan, 
D Guards; Stairway and Balcony’ Railings; = Stake 
Grilles; Iron Clothes Poles, and many others. ie _ ati 
Write for Catalog No. 83 and get your share spy a 
S of the profits that other dealers are now enjoy- | Ud pa i 
ing through the sale of Stewart products. ee RT me TTT 
% Pi} 
as 
— IRON 
and THE STEWART 
afo-s2mmm IRON WORKS CO., Inc. 
' 1451 Stewart Block 
MASS. FE ie On 8 CINCINNATI 1, OHIO 
Co. || 
one || | J» W. Wells Lumber Co. 
| Montgomery I, Alabama 
> 
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Manufacturers 


Southern Hardwoods and Pine 



























[Fie Vigilance 


in proper grad- 
ing and selective 
cutting, as well 
as in protection 


195,000 


acres of timber- 


of our 
lands, assures a 
never ending 
supply of quality 
lumber for your 
every building 


need. 


SE nO 


NOW IN OUR 63rd YEAR SELECTIVE LOGGING ASSURES 
OF LUMBER MANUFACTURING PERMANENT SOURCE OF SUPPLY 


W.T.SMITH LUMBER CO. 


YELLOW PINE AND HARDWOODS CHAPMAN, ALABAMA 


L. A. LL. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 





A Sustained Yield Operation 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 


Opiswotd 


Lumber 
Wholesale 





Douglas Fir 
Pine, Cedar 
Hemlock 


Your orders and inquiries solicited. 


LUMBER CO. 
PORTLAND, ORE. 


THE GRISWOLD 











FAILING BLOG 





















NEW manufacturing plant and offices have been completed at Brewton, Ala., for the Jackson 
Lumber Harvester company and if is now shipping portable, steel-welded sawmills from 
there. C. D. Jackson is president of the company. 


company has been announced. Mr. 
Platt has been associated with the 
company since 1927. His head- 
quarters will be at the Little build- 
ing, Boston. 

MARVIN T. ARNSDORFF JR. has 
been appointed manager of general 
advertising for the Southern States 
Iron Roofing company, Savannah, 
Ga. 


ALFRED HIGGINS has been ap- 
pointed national sales manager for 
the Savogran company, Boston. 


G. V. DRYDEN, former treasurer 
of the Nichols Wire & Steel com- 
pany, Davenport, Iowa, has been 
named chairman of the board of 
directors. F. P. Leahey has been 
named vice president and W. J. 
Johnston has been named treasurer 
for the same company. Mr. Dry- 
den has been with the company 
for 23 years and during that time 
has held every official position in 
the company. 


FRANK W. TAYLOR has been ap- 
pointed public relations director of 
the Celotex corporation, Chicago. 
Mr. Taylor was formerly assistant 
publisher of the Chicago Sun. 


Lumbermens Mutual Casualty 
company, Chicago, has appointed 
Louis G. WANEK and NORMAN L. 
SICKINGEFR junior executives of the 
company. 


PAUL E. TENHOOPEN has been 
appointed sales manager of the 
Realock fence department of the 
Wickwire Spencer Steel division of 
the Colorado Fuel and Iron corpo- 
ration, New York. JAMES A. OLD 
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has been appointed sales manager 
of the hardware products depart- 
ment for the same company. 


STUART M. JONES, sales manager 
of New York Wire Cloth company 
has been elected president of the 
Insect Wire Screening bureau. 


HERMAN J. BLASER, vice president 
of Keystone Wire Cloth company, 
Hanover, Pa., has been named vice 
president. 


PAUL R. HERMANN has been ap- 
pointed manager of the Chicago 
branch for E. C. Atkins and com- 
pany, Indianapolis, saw manufac- 
turers. 


John L. Nelson, Executive, 
White Pine Sash, Ill., Dies 


John L. Nelson, 57, vice presi- 
dent and secretary of the White 
Pine Sash company of Illinois died 
Oct. 24 in the fatal airplane crash 
at Bryce canyon, Utah. 


After completing his education, 
Mr. Nelson entered the sash and 
door business and devoted his en- 
tire business life to it. Through 
the years he was with Foster- 
Munger company, Chicago; Chi- 
cago Millwork Supply company and 
Morgan Sash & Door company, 
Chicago. In 1925, with the late 
Henry Klopp he organized the 
White Pine Sash company of Illi- 
nois. 


Mr. Nelson’s company was a char- 
ter member of Woodwork Jobbers 
Service bureau and he was elected 
treasurer of the organization in 
1944, 





ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur 
day. It publishes the largest strictly classified 
advertising section in its field. 

All ads for classified section must be in Pub. 
lisher’s office 10 days preceding date of pub. 
lication. Advertisements are set in uniform 6 
oint style. No cuts or special borders allowed 
For advertisements bearing box number count 
five extra words. Replies are forwarded free 
of charge. Please indicate classification de- 
sired. Publisher reserves right to classify. 
edit or reject any classified advertisement. No 
agency commission or cash discount allowed. 


Rates — Cash With Order 
Minimum Charge $2.00 


For one or two insertions 10c per word per in 
sertion, with minimum charge of 50c per line 
Three to Five insertions 9c per word per in. 
sertion, with minimum charge of 45c per line. 
Six or more insertions 8c per word, per inser- 
tion, with minimum charge of 40c per line. 
There are approximately 5 words to a line and 
when less are specified or used. regular line 
rate is charged. 

When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Illinois 








HELP WANTED 








Wanted: Lumber grader for Distributing Yard 
on Hardwoods and White Pine. Steady work, 
union scale. Addess E-42, American Lumber- 
man. 





Wanted dry hardwood lumber inspector. 
W. Va. band mill. Good living conditions. 
Advise age, experience, references and full 
history. Address N-64, American Lumberman, 
Inc. 





Wanted aggressive man thoroughly familiar 
with complete retail building material busi- 
ness. Lumber main part. Must be able to 
read plans and estimate therefrom, call on 
contractors, etc., in town of 125,000 popula 
tion in California. In replying state age and 
references for last 10 years. Address S-# 
American Lumberman, Inc. 


—— 


PINE GRADER WANTED. Permanent position 
small sawmill town. Please advise references: 
give address and phone number. Stale 
monthly earnings expected. Address $-27 
American Lumberman. Inc. 





—— 


Man under 45. neat and well spoken, com 
pletely familiar with all phases of lumber 
millwork. building materials, paints and hard- 
ware. Thoroughly capable of taking charge 
of retail division of progressive yard doing 
a volume business. Submit photo, state ex 
poston and salary requirements. P. O. 
909, Washington 14, D. C. 


November 8, 1947, AMERICAN LUMBERMAN & 





